
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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1.6a

Manager notes: As you give this lesson, help the sales reps see the big advantage in power spray vs. 
pump can as well as how much we spray compared to other companies’ power sprays. Also focus 
heavily on how the power spray not only kills insects, but also wipes out the colonies, which is our 
number one focus.

Companies like Prime Pest Control that replace the pump can with a Power Sprayer.
The power spray is a high-pressure spray treatment that is performed on the exterior of the home’s 
foundation. Prime normally treats 3 feet up the side of the home and 3 feet out around the base of the 
home. This is also done along the fence lines. This provides the customer with an excellent exterior barrier, 
preventing pests from entering into cracks along the foundation or through openings in the home such as 
windows and doors. The power spray has multiple advantages over the conventional hand-held sprayer 
treatments offered by competitors. A power spray provides greater coverage area (6 foot barrier) compared 
to the hand-held sprayer that covers only about a foot. Because of the high pressure, the power sprayer 
is able to penetrate into cracks and crevices along the foundation of the home and fence line making it 
difficult for pests to hide and nest. It is also able to penetrate into vegetation and ground cover, such as 
rocks, mulch, and pine straw. We apply upwards of 4-5 gallons of our liquid product every time we treat 
the home, unlike a hand-held sprayer that only drops about 1 gallon of the competitor’s product. This also 
greatly reduces the ability for pests to nest near the home or on the property. The customer should be made 
aware of the advantages that the power spray treatment offers as opposed to conventional treatments. 
These advantages should be emphasized to customers who are using a company that treats with a hand-
held sprayer or customers who are treating the home themselves.

There are other companies that use power sprayers but use different products in order to influence customers 
using a scare tactic. Most companies use products that will kill the insect almost instantly. Each night as the 
insects come out of their nesting sites, they will hit the product and die almost immediately. The goal of this 
scare tactic is to show customers that the company is killing their bugs and place the fear in their minds that 
if they ever cancel the service, the insects would be alive in their homes. Companies that use this scare tactic 
want their customers to stay loyal to them, so they put them in a situation where the customer cannot cancel 
without instantly having a bug issues again. When you approach a door with dead insects, you immediately 
know that this homeowner is with a company or is spraying himself with a contact kill product. Our product 
is quite a bit different. It is not designed to instantly kill the insects, but instead sting and irritate them. The 
insects will then go back to their safe place (nesting site) wherever it may be: yard, walls, attic, neighbors, etc. 
Once there the insects spread a disease to the entire nest that will eventually kill all of them. This allows us 
to wipe out the source of the problem, which is our number one focus.

About Power Spray
There are two main types of companies. The first type is the “Ma and Pa shops”, which are the majority of 
companies. “Ma and Pa” shops usually have the little pump cans and hit the corners around the outside of 
the home. Then there are the bigger
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Transition to Power Spray Key Words

To efficiently explain the service, we use our transition from the price to the power spray.

“The reason why we upgrade so many people isn’t just because of our pricing, but because our service is 
completely different.”

In the different areas we sell, pest control isn’t anything new. Chances are the customer has had multiple 
people knock on his door to inform him about pest control and has probably used a few different companies 
to service his home. He may have even experimented with a few products himself to try and get rid of his 
never-ending issue. The reason this transition captures his attention so much is because it is something 
different than most sales guys would say. ‘Completely different’ excites his curiosity, forcing him to listen 
as he thinks, “I’ve lived here my whole life and know pest control. How could yours be completely different?” 
This is exactly where you want him.

Transition Tone
As you use this transitional phrase, it is important that you emphasize certain words to grab the customer’s 
attention in order to shift his mind from one subject to the next. By doing this, you are able to have his full 
attention forced on what you are saying at that moment.

As you say the transitional phrase, “COMPLETELY DIFFERENT”, make sure you say it a little slower and 
louder to emphasize the importance of it.

As you say, “COMPLETELY DIFFERENT”, hold your hands out and apart about shoulder length as if you are 
showing how long something is and shake them up and down. By doing this correctly, accompanied with 
the right tone, the customer will visually see how much different our service is.

1.6b

Pitch

“I’m sure you’ve seen a few of the companies come around with that little pump can to hit the very corner 
of the wall. Don’t worry; we’re not going to do that to you. What we’re going to do is bring in our truck, which 
has a big power hose connected to it like if you were to wash your car. We will spray 3 ft. up and 3 ft. out, 
4-5 gallons of product all around the home.”

Key Phrase

“I’m sure you’ve seen a few of the companies come around with that little pump can to hit the very corner 
of the wall. Don’t worry, we’re not going to do that to you.” 
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The customer is now either thinking, “Good because I’ve tried that and it does nothing,” or he is thinking, 
“Well, that’s what I do now.” Then you say, “What we’re going to do is bring in our truck, which has a big 
power sprayer connected to it like if you were to wash your car. We will spray 3 ft. up and 3 ft. out, 4-5 
gallons all around the home”.

Now that you have shown him what he is most likely currently receiving compared to what he could be, he 
is thinking, “That’s a lot of product”.

This emotional rollercoaster first showed the customer how the majority of people, including him, get their 
homes serviced. As you go into explaining our power spray, the customer will start to realize that there are 
better ways to service a home. This could possibly get him a little worked up as he thinks he may be getting 
ripped off or wasting money.

Transition Body Language
As you say, “the reason why,” hold out your hand toward the customer as if you are giving him something. 
This will show him that you are giving him valuable information.

“What we’re going to do is bring in our truck, which has a big power hose connected to it like if you were to 
wash your car.”

Here you are informing the customer that we use high quality, powered service. As you inform him of this, 
you paint a picture in his mind as you say, “like if you were to wash your car”.

Now that the customer knows how we are different and what we use, you show him how we use it and how 
much, saying,

“We will spray 3 ft. up and 3 ft. out, 4-5 gallons of product all around the home”.

1.6c

Body Language
The purpose of body language is to paint a picture for customers in order to help them see the service being 
done on their homes at that precise moment. This will make some customers feel as if they have our service 
and just need to sign for us to come do it again.

“I’m sure you’ve seen a few of the companies come around ” point your finger out to the street as if you are 
pointing to someone as they’re walking by “With that little pump can to hit the very corner of the wall”

Act as if you are pumping a pump can and then point to the very corner of the exterior wall next to you.
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“We’re not going to do that to you”

Put your hand up and move it up and down as if you’re saying, “Wow, calm down”

“What we’re going to do is bring in our truck”

Point towards the street where our truck will be

“We will spray 3 ft. up and 3 ft. out”

Mark your hand 3 feet up on their wall and then mark your hand 3 feet out from their house so that they can 
have a visual on how much that really is compared to just the very corner

“4-5 gallons of product all around the home”

Do a big circle with your hand as you say, “all around the home,” as if you are circling the home

Manager notes: Give the sales reps a few minutes to study and memorize this pitch. Then, break off in 
groups of two (experienced rep with new sales rep, if possible) and role-play back and forth using the 
correct body language and tone.


