
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 4: Initial Pitches 
1.4a
Manager notes: Help the sales reps see that there are many pitches and why each one can benefit certain 
neighborhoods and customers. Use personal experiences, if possible, to help the sales reps see the true 
benefits. Selling pest control is not rocket science. Killing bugs is a simple process, as should be your 
initial pitch. The fact is the first impression is the most important and can lead you to successful selling. 
Customers must feel your confidence as soon as they open the door. The most successful sales reps are 
the most confident. Keep your initial pitch short and to the point. This will help the customers know that 
you are there for a reason and it will portray confidence. The following pitches is customizable to your 
needs.

The “Discount” Pitch:
This pitch is great for creating a sense of urgency for the customer. The customer must act quickly to 
secure a discount on the initial service. A great tool to use is the rate card.
PITCH- “I’m treating your neighbors here in your area. I can save you a lot of money on your initial service 
if I can get you in while the truck is here. You can see (looking at the rate card or a filled out contract) our 
price for a home this size is normally $209. If I can get you treated tomorrow, I can do the entire service for 
just $129…” (Remember to lower the tone of your voice as you lower the price).

The “Bandwagon” Pitch:
As soon as you make a sale in an area or on a street, you must use this to your full advantage! Not only are 
you on a “sales high” from making a sale, but also you also now have a name to use for the rest of your time 
in the area. You should advertise to the whole neighborhood that the Hiltons have signed up for the service. 
You must use their names and point to their house.

PITCH- “John, I’m going to be treating three houses on your street today. I am sure you know the Hiltons 
next door. I’m going to be taking care of the roaches they are seeing in their kitchen at 3:00 pm. I can get 
you in either the hour before or the hour after…”

The “Pest Activity” Pitch:
Often, you will knock into an area that is experiencing pest activity. In these situations, you should be 
aggressive and explain to the customers that nearly everyone is experiencing pest problems throughout 
the area. T his will increase your confidence and greatly increase your sales production.

PIT CH- “Hi, I’m just stopping by because all of your neighbors have been having a lot of pest problems. Are 
you seeing more of the roaches or more the crickets and spiders like all your neighbors?” (Tilt your hand 
back and forth as to tell the customer to choose one or the other).

1.4b

The “Route” or “Schedule Pitch”
This pitch is suggesting to the customer that you are just scheduling or setting up the route. If this is done 
correctly the customer will view you as something other than a salesperson.
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This can be effective if they have talked to a number of door-to-door salespeople. Using the route sheet can 
be help. You can show the customer the upcoming route and where the openings on the route are so that 
they may have the option of choosing one of the available time slots.

PITCH- “Hi, I’m just setting up my route here in your area for tomorrow. A lot of your neighbors have been 
seeing roach activity inside. (Point at the route sheet). As you can see, my route is nearly full, but it looks like 
I still have a spot in the morning and one in the afternoon. Which one would work best for you?”

The “New Home” Pitch:
The last thing anyone wants is a bug in his or her new home. An effective method of finding these new 
homebuyers is by asking the neighbors to point out who has just recently moved into the neighborhood.

PITCH- “Jerry, congratulations on your new home! I just wanted to welcome you to the neighborhood and 
let you know that I treat a lot of the homes in your area. I’m actually here treating a few of your neighbors. 
We know that during construction of new homes bugs can start to nest in your wall voids and cause a real 
problem later on. Our wall injection system is designed for this reason; we can flush these pests out for 
good. If I can get you in..”.

The “Landscape Pre-treat” Pitch:
This pitch is very effective because, at times, the customers will use the excuse that they are delaying 
getting treated due to the fact that they are in the process of getting new landscape or a pool. When ground 
on properties is disturbed, it can uproot many nests; therefore, it can actually cause more problems for the 
customer to wait for treatment.

PITCH- “John, I’m just passing by because I couldn’t help notice from Bob’s house across the street that 
you were putting in new landscape. Many people don’t realize it, but disturbing the ground can unearth 
many pest problems. I’ll be treating Bob here at 4 p.m. and I have a few spots open around that time. If I 
can get you…”.

The “Preventive Maintenance” Pitch:
This pitch should be used in areas that have not been experiencing a large amount of pest problems, but 
the customers are concerned about future pest activity.

PIT CH- “If you’re in the same situation as your neighbors, you are probably not seeing a real pest problem 
right now. T hat’s actually why I’m here today. We have had a couple of pest activity complaints and I am 
here to stop the problem before it starts. If you haven’t seen much pest activity, what I’ll do for you is create 
a barrier of protection around your home and yard to prevent any possible pest invasions that could occur 
later in the year. The benefit is that if I can get you done today, I can save you a lot of money on the service…”.


