
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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1.7a

Manager notes: Make sure as you’re giving this lesson you help sales reps see how our service really is 
different than our competitors’. Through our superior service, we are able to sell more accounts. If another 
sales person is in their area, there is no need to worry. They do not offer this service. All they do is warm up 
the area for us.

About Granules
Armor’s main focus is and always will be the nesting sites so that we can truly attack the issue. The way we 
are able to do this is through the use of granules. Granules are small, solid grains of active ingredient, which 
are applied with a tool similar to a seed spreader when you plant grass. On each service, Prime will spread 
granules around the home in the front, side and back up to 20 feet out from the home. Because granules 
are a solid material, they will protect the surface of the yard. When any insects, including scorpions, come 
from the street or the neighbors, the product is able to scratch into their exoskeleton on their bellies. This 
will either dehydrate and kill them or irritate them and quickly send them back to where they came from. 
Because they are solid, they also offer the advantage of a long residual, especially in vegetated areas where 
moisture is present. As the granule gets wet, it slowly dissolves into the soil, penetrating deep into the 
pests’ harborage and nesting areas to flush them out.

Why do you think this transitional phrase will help?

Stop and Discuss
Key Words: The reason we would use this phrase, “the biggest issue everyone is having,” is to catch the 
customer’s interest. He will want to know the biggest issue the neighbors have to figure out a way to fix it, 
whether that involves our service or not. This also helps your credibility by demonstrating that you really know 
what is going on in that specific neighborhood. The customer will begin to trust what you are talking about and 
that you do know how to fix it. Tone of Voice: Make sure as you use the phrase, “the biggest issue,” you say it a 
little slower and emphasize the words as you say it. Make those words stand out from the rest of the sentence.

1.7b

Granule Pitch
“The biggest issue everyone is having is the insects lay their eggs inside the yard all around the home. 
This is where the main issue lies. You can have another company come out and spray or you can even do 
it yourself and kill anything that touches the porch. That’s not a big deal. But what happens is the insect’s 
hatch from the yard, the porch will get sprayed, the insects hatch and come up again. You will consistently 
find dead insects on your porch. This is a constant cycle that will seem impossible to stop. Our main focus 
is to stop that cycle and eliminate the nesting sites. The way we do this is by laying down a granule on the 
entire yard: front, side and back. One part of the granule will sink deep inside the soil to flush out the nest 
and another part will stay on the surface. This way if anything comes from the neighbors or street, we are 
able to stop it as soon as it hits the yard, not just your front porch.”
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Create the Concern
The main issue most homes will have is that the nesting sites are in the front, side and back yard of the 
home. A lot of companies will only spray the homes and not the yard, leaving the nesting sites untouched. 
Sometimes of these companies will spray the yard on the initial spray and then only upon request or if there 
is a major issue. The reason other companies do not spray the yard is because they want the insects to 
make it to the front porch and hit the product they have left there. The insects then die on the product and 
the customer continues to see dead insects on the porch. This is also part of their scare tactics.

Transition from Power Spray to Granules
The transitional phrase we use to get from power spray to granules is, “The biggest issue everyone is 
having is…” and then you proceed with the granules.

This transitional phrase, as well all transitional phrases, are designed to catch the customer’s attention and 
move his mind from one subject to the next. It is very important you have his full attention during everything 
you say in order for him to make an educated decision on whether he wants our service or not.

What you want to do is create a problem for the customer so that you can resolve it. By doing this, you will 
have full control of the sale.

You do need to be careful as you make concerns for the customer that you only give them true concerns 
and issues. Some salespeople can take creating concerns and scare tactics to a whole new level that 
eventually turns into nothing more than lies. Prime Pest Control has zero tolerance for such actions and 
these actions are not needed to make sales. When you talk about creating concerns to resolve, what you 
are doing is pointing out true problems they really do have. They may not have known before or taken much 
thought on the issues they really have with keeping pests out of their homes.

Prime is one of the only companies that actually use granules and use them every time we go to a home. 
The reason most companies will not use them is because they feel that by using scare tactics they can 
not only save money, but also keep the customer long term. Once again, Prime sees past these tricks 
and knows that by spending a little extra money and doing it the right way, not only will we sign on more 
customers but they will also stay with us for life. We know our customers will feel comfortable enough to 
refer us to their neighbors, family and friends.

“Our main focus is to stop that cycle and eliminate the nesting sites. The way we do this is by laying down a 
granule on the entire yard: front, side and back. One part of the granule will sink deep inside the soil to flush 
out the nests and another part will stay on the surface. This way if anything comes from the neighbors or 
street, we are able to stop it as soon as it hits the yard, not just your front porch”

Take time to memorize the pitch; then break up in groups of 2 to role-play (experienced rep with first-year 
rep, if possible).
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Paint the Problem
Now to show that this is a very frustrating process, you explain “they hatch, they come in, you spray, they 
hatch, they come in, you spray,” and point to the yard as you say “they hatch,” then point toward your 
feet when you say, “they come in,” then point to their doorstep as you say, “you spray,” and then repeat 
this again. Combined with the right tone, your hands going back and forth and back and forth in almost a 
circular motion will make the customer start to feel that this really is a never-ending cycle and needs to 
somehow be addressed.

Next, as you inform the customer that all the insects are laying their eggs inside the yard around the home, 
you want to pretend you are holding something like a handful of seeds and with your palm down, pretend 
you are dropping them all over the yard.

You way, “we lay down a granule on the entire yard: front, side and back,” the body language you use is 
taking one hand and acting as though you are smoothing out the granules like you would a bed sheet. Then 
point to the front, side and back yard so he can visually see that will be happening in his entire yard.

Next, explain, “One part of the granule will sink deep inside the soil to flush out the nests”. To show this, start 
with your hand softly closed and raised up to about your chin and then as you say, “sink deep down,” start 
to open your hand and slowly lower it to

Scare Tactic
The concern you are pointing out to customers is that they are currently only spraying the house when the 
issue is in the yard. If this cycle keeps up, the real issue will never get taken care of.

Solve the Concern
Now that the customer is educated on where the insects nest and why they are so hard to get rid of, you are 
able to give him a solution to the concern and stand out from our competitors. The next part of the pitch is:

1.7c

Body Language
The goal with your body language while explaining granules is to build frustration. Help the customer see 
how this really is an issue and how it does need professional attention to resolve. The way you will begin to 
have this effect is with the transition we previously mentioned: slow down and emphasize “THE BIGGEST 
ISSUE”. You also want to make it a big deal with your hands. The way you do this is holding both your 
hands out in front of you, fingers together and hands parallel so your pinky is on bottom and thumb on top 
as if you were showing someone how long something is. Gently shake them up and down while saying, 
“THE BIGGEST ISSUE”, as if you were showing someone how big the fish you caught was. You want to 
emphasize that this is big as well.
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Paint the Solution

Now that the customer sees the BIG ISSUE, put him at ease by showing him how you will resolve this issue. 
In your pitch show when the granule dissolving and spreading.

Follow that with, “Another part will stay on the surface”. Smooth your hand back and forth one time as you 
would on a flat surface,

And then continue with, “That way, if anything comes from the neighbors or street…” while pointing to the 
neighbors and street.

Then say, “We are able to stop it as soon as it hits the yard”. At this point, you will point to the beginning of 
the yard with one hand

And then when you say, “instead of just the front porch…” point to the corner of the doorstep and leave your 
hands there for just a second so he can visualize the difference and realize how much more coverage that 
actually is.

Tone of Voice

What you want to accomplish with your voice is to display frustration and confusion as you explain how 
“they hatch, they come in, you spray, they hatch, they come in, you spray”. The way you do this is by 
speaking a little quicker. As you say this, the

Customers mind has to start working a little faster to keep up. Finish with, “This is just a constant cycle 
everyone has”. Make

Sure as you say those words, you speak a little slower and emphasize “CONSTANT” so that it will stand 
out. The customer will start to realize that this is a constant, never ending issue that somehow needs to be 
addressed.

Whenever you’re pitching a concern to the customer use a slightly higher voice to help him feel the urgency 
of upgrading his service. Then as you explain our solutions, use a softer tone, slower speed so he can feel 
comfortable and at ease.


