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Pest & Nuisance Wildlife Control 

More on Sales!

 

Author’s Note (Why This Book Exists)

This is not a sales manual. 

It’s not a psychology course.

It’s not a script.

And it’s definitely not a collection of “closing techniques.”

This short eBook exists because after nearly four decades in pest control, wildlife control, and structural problem-solving, I’ve watched more technicians lose work over how they carried themselves than over price, skill, or competition. 

I’ve also watched good technicians become great earners—not by turning into salesmen—but by learning how to communicate, listen, and stay professional under pressure. 

Everything in this book comes from the field. 

Not a classroom. 

If you’re looking for formulas, this isn’t the book.

If you want to understand why customers react the way they do and how your presence affects every outcome, you’re in the right place.

 

Introduction: I Never Wanted to Be in Sales 

I started my career in Animal Control. 

Back then, the department sent us to training classes on topics that didn’t seem important at the time. One of them was called Public Contact and Dealing with the Media. It had nothing to do with selling. It was about emotional control, communication, and how not to make situations worse when people were already stressed. 

I didn’t realize it then, but that class shaped the rest of my career.

When I moved over into pest control industry I’ve had to take that course more than once, I started on the termite side. There were no bait systems back then—just liquid treatments. Pre-treats, trenching, drilling slabs, day after day. Hard work, little conversation, minimal customer interaction. 

Then the company needed help elsewhere. 

Residential pest control. 

Commercial accounts. 

Wildlife problems. 

And suddenly, every job came with people attached to it. 

People who were frustrated. 

People who were scared. 

People who were angry before you ever said a word. 

That’s when I learned something important:

You don’t just work on structures in this industry.

You work on people. 

 




Chapter 1 

 

Why Customers Call You (And Why It’s Rarely About Bugs 

or Animals) 

Customers don’t call pest or wildlife companies on good days.

They call when something is wrong: 

•   Animals in the attic 

•   Damage they don’t understand

•   Health concerns they can’t control

•   Embarrassment they don’t want neighbors to see

•   Fear that the problem is getting worse By the time you arrive, the customer has already made several decisions: 

•   They don’t want to deal with it themselves

•   They don’t trust Google

•   They want someone who sounds confident 

That means the sale starts before price ever comes up. 

Not because of technique—but because of relief. 

People are buying relief from uncertainty. 

If you remove uncertainty, resistance drops. 

This is where many technicians struggle. They focus on what they do instead of what the customer feels. 

Understanding that difference changes everything. 

 




Chapter 2 

 

What I Learned About People (Without Studying Them) 

I was never trained as a salesman. 

What changed my approach was something simple: observation. 

Years ago, the owner of the company I worked for handed me two books. One was about how people think in business. The other was about body language. He didn’t tell me to memorize them. He told me to pay attention. 

Those books didn’t give me answers—they gave me awareness. 

I started noticing things: 

•   When people stopped making eye contact 

•   When they nodded but didn’t agree

•   When they were overwhelmed but didn’t say it

•   When I crossed a financial line without realizing it 

This wasn’t about manipulation.

It was about listening without words. 

I’m not teaching body language in this book—and I don’t think anyone should rely on a single source for that anyway. If this topic interests you, there is many great books already based on it on the market. 

What I am sharing is this: 

Customers are always communicating. 

Most technicians just aren’t watching.
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