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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.
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Manager notes: make sure the sales reps understand that they should keep closing until they close the 
customer or get a serious, hard “NO”. Some sales reps are scared of closing. Make sure they understand 
if they are too scared to close, they shouldn’t waste their time knocking doors to give out free advertising 
information for Armor.

In order for you to become an effective sales representative, you must master the technique of constantly 
closing your customer. Closing is arguably the single most important part of any sales pitch. Closing will 
require the customer to either tell you, “yes”, or tell you, “no”. It is easy for a potential customer to say, “no” 
once or twice, but nobody wants to say, “no” over and over again. Successful sales reps learn to develop 
“thick skin” and are able to take as many no’s as needed to get the one “yes”! In order for you to become 
successful in any type of sales, you must master The Sales Cycle. This cycle consists of the pitch followed 
by the close, followed by more pitch followed by another close, followed by even more pitch followed by 
another close. This cycle, if not learned, could mean the difference between a successful summer and 
regrets. Some customers may only need to be closed once or twice, but effective salespeople will learn to 
pitch and close repeatedly during the same presentation, thus greatly increasing the potential for a sale.

True Story
Everyone is different and will take to certain closes more than others. In this story, I tried to rebuttal and 
close a couple of times in a nicer, smoother way, when what he really needed was to be told what to do. If 
one rebuttal or close does not work, don’t give up. Keep going until the customer really tells you to leave or 
you find the right close for them to get the sale. Study and know as many closes as you can so you will be 
able to have the right close for each customer.

The Immediate Close:
“Hello, I’m going to be treating the Hills and some of your other neighbors tomorrow morning for the roaches 
that they have been seeing. I wanted to know if I could get you guys done around 3:00 pm, right after I get 
done with the Hills?”

In my first year selling pest control, I was knocking a neighborhood and had pitched a guy who listened 
and then turned me down. I did a few rebuttals and tried to close him a couple times. When I decided to 
leave, my phone started to vibrate. I took the phone call, which lasted about 10 minutes and went back to 
the doors. On the next door I knocked, I started giving my pitch when I realized it was the same guy from 
10 minutes ago who had given me a couple of firm “no’s”. I didn’t really know what to do and as I finished 
my pitch, I just said, “Here, start filling this out and I’ll get you a time with my office”. I handed the binder 
to him with my pen and grabbed my phone and started to call. I looked away as I was calling, wondering 
what the customer was going to do. To my surprise, he sat their for about 5 seconds and then started filling 
everything out, got on the route, gave me payment, and got serviced.
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Although this is the easiest of all closes, few reps use this close effectively probably due to their lack of 
confidence. This close should be given immediately during your initial pitch. Many times the immediate 
close will work and wrap up the sale from the beginning, which is not necessarily the purpose of the close. 
The purpose of the close is to alert the customer to the reason that you are there, spark some interest in our 
product, and to waste a cheap and easy close. Remember that in order to become an effective salesperson, 
you must become a constant-closer. The immediate close will establish a pattern from the very beginning 
that the customer is going to be given repeated closes before the presentation is complete.

The Discount Close:
“Because I am treating many of your neighbors tomorrow for the cricket problem, I can drop the initial price 
of our service from $209 down to just the regular service price of $129 if I can get you treated while I’m here 
in your neighborhood.”

This close is an effective second close. After the initial immediate close prompts questions and conversations 
from the customer, it is effective to use the discount close as another quick attempt at closing the sale. 
Although the discount close will actually close the sale for many customers, its purpose is similar to the 
immediate close. You simply want to get the customer interested in our service and reestablish the fact that 
you are going to be constantly closing the customer throughout the presentation. Remember, nobody likes 
to say, “no,” over and over again.

1.9b

The Schedule Close:
“What does your schedule look like tomorrow? Are you usually home in the morning or the afternoons? “I’m 
usually home in the afternoon around 4:00 p.m.” “Ok, I’m going to be treating your neighbor just a couple of 
doors down at 4:00 p.m. I could probably get my truck over here before 5:00 p.m., just after you get home. 
That way, you don’t have to worry about

This close should be used further into the sales cycle than the closes we have outlined above. This close can 
be used after you have explained the service, excited the customer, yet failed to obtain an actual commitment. 
When a customer has shown interest by asking questions or simply listening to the presentation, this close 
should be used in unison with explanations of the benefits of our service. This close is effective when you 
perceive that the customer wants the service without actually saying, “yes”. This is a strange occurrence, 
but it does happen often. You will have to close in a manner that does not require the customer to actually 
say, “yes”. The schedule close is most effective when the customer tells you when he will be home and you 
customize your technician’s schedule to accommodate his needs. You simply suggest that the service can 
be completed at a time when you know that the customer will be home without rearranging his schedule. 
rearranging your schedule. I will get you treated just after you get home and I can be out of your way by 
5:45 p.m.”
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The “Would That Work For You” Close:

“I know you are concerned about the unpacked boxes preventing a complete treatment in the garage. I have 
run into this same concern in the past with other new homes in this neighborhood. Would it work for you if 
we do the service tomorrow while we are in the area? This way I can complete the entire service except the 
garage and secure your discount. Then, as soon as you are unpacked and completely moved in, just call the 
office and I will get a tech out here immediately to service the garage for free.”

This close is very similar to the Schedule Close. In most instances, you should use either the Schedule Close 
or the “Would That Work For You” Close. Rarely would you ever use both closes on the same customer. This 
close is a soft and subtle close; it is only used when the customer has shown interest in our service. This 
close should be used in the same instance as the Schedule Close, which is when the customer seems to 
want the service without actually saying, “yes”. In order to effectively use this close, the salesperson must 
identify the needs or concerns of the customer. If properly executed, the customer should feel as though 
the sales rep is making specific accommodations for his needs. The strategy for this close is to customize 
the service in order to accommodate the special needs of the customer.

The Takeaway Close
“Everyone in the neighborhood is having problems with the carpenter ants. The problem is only going to 
get worse if you don’t make a move to stop the colony. I know you’re not excited about paying to get rid of 
these ants, but if you want to save some money on the cleanout service, I need to get you done tomorrow; 
otherwise, you’re going to be stuck paying.

The Takeaway Close is an extremely common close used in any type of sales. The Takeaway Close can be 
used in various instances, ranging from those when a customer is interested in the product but unwilling 
to commit to instances when the customer seems to be uninterested and indifferent to the product. The 
Takeaway Close is most effectively used on customers that are extremely interested but not willing to 
commit. This close is a strong and straightforward close. This is an all or nothing close; you will either close 
the deal or lose the sale entirely. This close is used only as a last ditch effort at closing the sale. On the other 
hand, the close can be used right from the beginning as a hapless attempt to close what seems to be an 
unsalvageable sale. Much more when we have to come out and eliminate an established colony.”

The Urgency Close:
“You mentioned that you have been seeing the roaches and crickets in your garage like most of your 
neighbors. In fact, your neighbor, Sue, that I treated yesterday on your street started to see them inside 
her home before we came and sprayed. The problem is that these bugs most likely will be migrating inside 
your kitchen and bathrooms looking for a water source. No one gets excited to spend some money on pest 
control, but we need to get treated in order to prevent infestation inside your home.”
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This close is similar to the Takeaway Close, but with less risk of losing the sale. Because the takeaway 
close, is often an all or nothing close many reps will prefer to use the Urgency Close. The Urgency Close is 
an aggressive and straightforward close that requires the customer to make a move. The strategy behind 
the Urgency Close is to incite action on the part of the customer. This close, if used effectively, should create 
a feeling of urgency in the customer in order to solve or prevent a pest problem.

The Trade-off Close:
This is the “let’s make a deal” close. Many times the customer wants to feel as though he is getting a 
special deal or something extra for no charge. This close is a way of getting the customer to commit to 
a service at your price and/or when you want, but in exchange for special perks or incentives that are 
offered exclusively to the customer. Sales reps should keep in mind a couple of perks that they can offer 
to customers as a trade-off in order to close the deal. These perks can be favors, extra service items, or 
special accommodations. Sales reps should be creative in this area, but make sure that all trade-offs are 
approved by your manager. Remember, do not overuse this close. Customers will perceive that you are 
bending the rules for them if you really are. However, if you overuse this close, your special perks will not be 
so special after all and the customer will sense that. The idea here is that you yourself must believe that you 
are making a huge exception for the customer; if you believe this, so will the customer.

“I know that you want to wait until your landscaping is put in before we treat your house for the roaches. 
However, we actually have a service called the Landscape Pre-treat that we perform on new homes before 
the yard is actually put in. The benefit to this service is that we can treat the yard and essentially seal it off 
against future pests before your landscaping is actually done. If you’ll let me get the service done tomorrow 
at 3:00 p.m. while I’m here with the truck, I’ll go ahead and include the Landscape Pre-treat in the cost of 
the initial service.”

1.9c 

The Asking Close:
“Tom, these ants aren’t just going to go away; why don’t you let me come out here tomorrow and take care 
of them? I promise I will do a great job; you’ll be more than impressed with my service. What time can I 
come out here tomorrow afternoon and get rid of your bugs?”

The Begging Close:
This close is effective in instances where you have established trust with the customer. In order to use this 
close, the customer must be interested in the product and friendly with you. Both you and the customer 
should be engaged in casual conversation not only about the service, but other side interests. In order 
for you to use this close effectively, there should be a degree of friendship and trust between you and the 
customer. This becomes a helpful way of closing the sale because the salesman vs. customer relationship 
is no longer present; rather, the situation is that of friend asking friend to purchase the product. Once more, 
nobody likes to say, “no,” over and over again, especially when they are being asked by a friend.
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This is a very polarizing close for most salespeople. Reps both love it and use it often, or they dislike the 
idea of begging and use it seldom, if ever. This close is extremely effective; rarely does a sales rep use this 
close without selling the customer. Although this close is extremely effective, many sales reps rarely use it 
as they may view it as unprofessional or simply silly. If you learn to use this skill, you will close many sales 
that other reps simply could not. Besides the fact that this close is extremely effective, it is definitely the 
most fun to use. In order to use this close, you must create a friendship between the customer and yourself. 
During the sales presentation, you should have abandoned all traits of a professional salesperson. Rather, 
you must let down your guard and become vulnerable to the customer. The customer must like you and 
even feel the difficulty of your task and almost feel your pain. When you have completely let down your 
guard, you begin to beg for the sale. This may sound absurd, but it works and it is very fun for both you and 
the customer. Learn this skill and incorporate it into your presentation. In so doing, you will increase your 
sales, enjoy your job, and make many friends.

“Maria, you can’t do this to me; you’re making me work far too hard! I don’t get paid enough to suffer this! 
My boss is going to fire me if you don’t sign up! He sent me out here just to fill these few open spots on 
my route. I’m probably going to have to drop out of school and be an exterminator for the rest of my life 
because I can’t afford tuition. Maria, I’m begging you… please let me sign you up.”

“Steve, This is my third time out here waiting for you to finally sign up. I’m on 100% commission and can’t 
afford to keep coming out here without your business. Will you please finally just go get your credit card so 
we can get you serviced and finally get past this?”

Quick Close

“Will the technician have access to the garage?”

“Do you have any dogs my technician has to worry about as he goes around the home?”

“Will someone at least 18 years old be here tomorrow as we’re servicing the home?”

“Are you normally here in the mornings or afternoons?” “Will you be here at this time tomorrow?”

Sometimes customers will throw out many false concerns before they give you the real concerns about 
why they do not want the service. Many sales reps want to push customers into the sale after the close, 
which can be very effective in signing on a lot of customers. Unfortunately, by pushing them into the sale 
without finding their real concerns, a sales rep may have a very high pre-service cancellation rate. Yes, you 
can sign on the customer and they may seem okay with it at the time, but often times the customer will 
then think more about their real concern, call, and cancel. These concerns are sometimes very easy, such 
as, product safety, seasonal service options, etc. Some sales reps push customers into sales as fast as 
they can before the customer can say, “no”. But you will find that by doing this, many times they will cancel.
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You then spend the next day upset that customers canceled because you waste your time going back and 
forth from their homes trying to find them, figure out their real concerns, and resign them. When I knock, I 
close. I do not go straight to the contract; I give the customer a chance to give me a concern. I may spend 
an extra 5-10 minutes on the sale by answering all of the concerns, but by taking this small amount of time 
and without pushing the customer, he will feel good about his decision. The sale then has a good chance of 
being serviced and I won’t have to spend anymore time on that particular door.

In order to become a success, you must learn and master the techniques of constant-closing. Study and 
practice these closes every day. Specifically in selling pest control, the constant-close is a must. In order 
to constantly close in an effective manner, you should be using four, five, and even six different closes 
during the presentation. Once you become an effective and constant closer, you will begin to sell people as 
opposed to just signing people up. Although there are a limited amount of people that can be signed up, 
almost everybody can be closed if they are facing a well-trained and efficient salesperson.


