
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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Wall Injection
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1.8a

Pitch
“The biggest issue everyone has is when the insects get in the water box outside of the home and follow 
the pipes inside the home. This is why everyone normally sees them in the kitchen and bathroom areas 
where the pipes lead. Almost every company will spray the baseboards and sometimes put a scent on them 
to keep the insects inside of the walls. If anything ever does come out, it will hit the product and you will 
find it dead by the baseboard. This is supposed to make you super happy and believe in the product. But if 
you ever cancel their service, the insects will flee out. Then you have to call them right back and apologize 
for canceling to get them back out as soon as possible. We’re not trying to trick you. So instead of putting 
a Band-Aid over the issue, we’re going to cure it by going under all the bathroom and kitchen sinks and 
shooting a powder throughout the inside of the walls. This is how we can get absolutely everything flushed 
out. This is why we are the only company out here with a money back guarantee: because we thoroughly 
drench everything around the home while also flushing out the nesting sites from the entire yard and walls 
in order to eliminate absolutely everything.”

Are you normally here in the morning or afternoons, though?

Manager notes: Discuss why this would be a good transition to catch the customers’ attention and re-
involve them in what we are saying at that moment.

Transition
Is.”. ”This phrase accompanied with the right tone and body language, will definitely attract the customer’s 
curiosity and attention and will drive him crazy if he doesn’t find out. Then you will have his full attention. 
Even though people usually do not like to admit it, they like to know gossip and to know what’s going on in the 
neighborhood. If you were to say, “did you hear what happened to the Johnsons’ last night?” are they just going 
to let you leave? NO, because they want to know! The same effect happens when you say, “BIGGEST ISSUE.”

1.8b

Key Words

Create a Problem
“The biggest issue everyone has is when the insects get in the water box outside of the home and follow the 
pipes inside the home. This is why everyone normally sees them in the kitchen and bathroom areas, where 
the pipes lead. This is why pretty much every company will spray the baseboards and sometimes put a 
scent on them to keep the insects inside of the walls. If anything ever does come out, it will hit the product 
and you will find it dead by the baseboard. This is supposed to make you super happy and believe in the 
product. But if you ever cancel their service, the insects will flee out. Then you have to call them right back 
and apologize for canceling to get them back out as soon as possible.” 
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Key words:
“…The insects get in the water box outside of the home and follow the pipes inside the home. This is why 
everyone normally sees them in

This section will begin with the pitch for the wall injection. It will then break down the reasons you should 
use specific words, as well as the correct tone of voice and body language when saying those words. You 
always need to make sure as you change subjects, the customer move with you and don’t get left behind. 
The way you do this as you move from granules to wall injection is with the proper transitional phrase: “

As you explain the wall injection, it is important that you use the right words to get the customers’ attention 
and get them emotionally involved. The easiest way to do this is by informing them of an extreme issue 
they have that they may not have previously known, and then resolving that issue for them so that they can 
truly see the value in our service.

“The biggest issue everyone has…”

This way they know this is an issue with the entire neighborhood, not just one or two houses. They will 
believe the entire neighborhood has the infestation.

"The kitchen and bathroom areas where the pipes lead to”

This phrase will educate customers on how bugs come in. It will also show that our service makes sense 
and shows you know what you are talking about compared to the other sales guy that just says, “Oh yeah, 
you have a problem like everyone else so we will spray the baseboards”. If you can’t explain why the insects 
are in those locations, why they need a specific treatment, or why our service is better, then why should the 
customers sign with you?

This is why pretty much every company will spray the baseboards and sometimes put a scent on them to 
keep the insects inside of the walls. If anything ever does come out, it will hit the product and you will find 
it dead by the baseboard. This is supposed to make you super happy and believe in the product. But if you 
ever cancel their service, the insects will flee out. Then you have to call them right back and apologize for 
canceling to get them back out as soon as possible. This information lets the customers know what our 
competitors do and why, which is to save money through scare tactics.

Key Words:

Solve the Problem
Once customers understand what other companies or they themselves do and why there needs to be a 
better option, you can inform them of our way of doing it and why. If you compare apples to apples, the 
customer will then be able to make educated decisions.
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“We’re not trying to trick you. So instead of putting a Band-Aid over the issue, we’re going to cure it”.

This phrase will let the customer know we have identified the issue and are not looking to cut any corners, 
for any reason.

“…By going under all the bathroom and kitchen sinks and shooting a powder throughout the inside of the 
walls so that we can get absolutely everything flushed out”

Here you get to give them our solution for eliminating the nesting sites inside the home so that we can get 
everything flushed out.

Closing Key Words
This is why we are the only company out here with a money-back guarantee: because we thoroughly drench 
everything around the home while also flushing out the nesting sites from the entire yard and walls in order 
to eliminate absolutely everything. This closing statement informs customers that we have a money-back 
guarantee and are the only company that does because we do so much more. Take them through a quick 
recap of what we do compared to our competitors so that right before they make their decisions or ask 
questions about our service, they are reminded of how great the service really is!

“Are you normally here in the morning or afternoons though?”

As you close customers, you never want to give them a yes or no question about whether they want the 
service. That would force them to make a decision when they just might not be ready. By using an either/
or question they can say “mornings” or “afternoons”. Then, you pull out your schedule, choose a time, and 
start filling out the contract. They may also ask questions’ or give concerns that you can rebuttal and have 
a chance to close them again.

Key Voice Changes

“The BIGGEST ISSUE everyone has”

It is very important when you say, “BIGGEST ISSUE,” to emphasize it by saying it a little slower and a 
little louder. This way, it stands out to customers and we can redirect their attention from granules to the 
wall injection. Saying it louder will also let them know this is VERY IMPORTANT! "Which is why everyone 
NORMALLY sees them in the kitchen and bathroom areas” Pronounce “normally” a little slower and 
louder to let customers know that having them there is normal for everyone. Some people are too shy 
and embarrassed to let you know they are having ants, roaches or some other insect in their kitchen or 
bathroom areas. This is why you say “NORMALLY” a little louder. That way, it stands out and sticks out in 
their minds, so they will be a little more open and honest with you about what they really have and where.
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1.8c

Tone of Voice
Your voice is very important to help customers know the importance of the service and to help strike their 
attention so that you don’t lose them in the sale.

“…So that we can get ABSOLUTELY EVERYTHING flushed out” As you say, “absolutely everything,” you will 
want to say it slower and softer, instead of louder. You want to say things louder

When you bring up concerns to make their emotions go up with your voice and softer as you give solutions 
to calm them down so they feel good and relaxed. Using these words will also inform them that we are 
focusing on all of the nesting sites, not just some.

“This is why we are the only company out here with a money-back guarantee” Say the bolded section a little 
slower and softer so that it will pop out and they can truly grasp how great our service must Really be for us 
to even offer a money back guarantee. This also shows your confidence in the service and your guarantee 
that it is the best they will ever find.

Voice Close
Manager notes: After everyone understands the importance of tone and how to change their pitch, stop 
and practice the pitch with the correct tone.

This sections will go through a series of words you should use in the pitch and describe how to use your hands. You 
also may and are suggested to watch the video clip so you may visually see exactly how to use these hand motions.

“Are you normally here in the morning or afternoon, though?”

As you say this line, you want to be as calm as you can. If you get too anxious or excited, customers will see 
your nervousness and may back out. Closing should look as if everyone gives you one answer or the other 
and you’re asking like it’s no big deal. The tone, as you end, is very important. You don’t want customers 
to feel pressured, knowing they are being closed. This is why you use the word “though” at the end. If you 
ended it as, “morning or afternoon,” with a high pitch on afternoon, it would come across as a question and 
some people could take that as an alert. By adding the word “though”, with your voice lower, it suggests, 
“I’m not sure if I can squeeze you in because there are not many open spots left on my route, so let’s check 
to see if it’s even possible.”

1.8d

Body Language
Your goal with body language is to capture the customer’s attention. By making certain sounds and painting 
a picture for them to visualize, you are able to help them better understand our service and the value it holds.
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“…The insects get in the water box outside of the home and follow the pipes inside the home”

The easiest and most fun way to paint this picture is to point out to where the water box would be and then place 
your hand on the wall, next to you and run your fingers as fast and hard as you can against and alongside the 
wall; as if a spider with all its legs are thumping through. The reason this motion is so fun is that as you do this 
to ladies and some men or children (as they are around and listening), they will freak out and get shivers as they 
say, “aahhhh stop!” as they imagine the insect crawling in. This will get them very involved as you capture that 
emotion and will also help them make their decisions on our product as you’re coming to the end of your pitch.

“…everyone normally sees them in the kitchen and bathroom area” Point from one side to the other as if the 
kitchen and bathrooms are there.

“…everyone normally sprays the baseboards”

Point to the side of the home as if it is the baseboards.

“…that way if they come out”

Make a gesture as if you are waiving them toward you to come out.

“We’re not going to play games with you”

Put your hands in front of you with your fingers together and palms down and go up and down as if saying, 
“calm down”.

“What we are going to do is go under all the kitchen sinks, bathroom sinks”

Take your hand and do a little swoop below as you say kitchen sinks and then again as you say bathroom sinks.

“…and we’re going to shoot a powder inside the walls”

Spread your index finger and thumb an inch apart to show the space inside the walls.

“…to get absolutely everything flushed out”

Act as if you are scooping the bugs out.

“This is why we are the only company with a money back guarantee”

Hold your hands out, fingers separated to show sincerity and that you gave them all the info.
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Body Language Close

“Are you normally here in the morning or afternoon, though?”

As you say this close, make sure you nod your head up and down, putting a visual “yes” in their minds. Then, 
rotate your hand back and forth to indicate they should give one or the other as an answer, saying “morning or 
afternoons?” as your hand rotates.


