Aptive workday videos organized (ENZY videos not included)
Right people:
Day 30 | Listen, Listen, Qualify
Full pitch:
Full Pitch Review with Vess & Tosh
01 Full Standard Pitch
Paraverbals and Nonverbals:
03 Paraverbal Strategies that Influence Buying
Day 29 | Down Tones
Day 25 | Maximize & Minimize
Day 16 | Chuckle Talk
Day 17 | Confident, Never Cocky
Day 18 | Smile
Day 08 | Eye Contact
Day 06 | Talk Slow
01 Nonverbal Strategies that Influence Buying
10 Talking & Moving Slowly
11 – Smiling
10 – Nonverbal & Paraverbal Communication
Paraverbals
2022, Paraverbals
Nonverbals
Nonverbal Strategies that Influence Buying
01 Nonverbal Communication
02 Paraverbal Communication
Intro:
Day 07 | Think “Bugs”
01 Flow of the Sale
01 Mastering the Initial Approach
02 Initial Approach
Basics of the Initial Approach
Prive:
05 Selling Multi-Year Agreement
Day 12 | Sell Multi-Years
06 Explaining Price
03 Explaining Price & Selling High CV
How to Sell Premium ft. Jake West
03 Why Sell Premium with CEO Vess Pearson
05 How to Sell Premium (feat. Brent Snyder)
Service:
05 Pitching Service
04 Pitching the Service
02 Aptive’s Service vs. Specific Pests
2023 Service Plans (Sales)
Explaining Service
Explaining the Service Part 2
Explaining the Service
01  2023 Mosquito Service
02 2023 Packages
04 California Mosquito Treatment
05 New Mosquito Service + Your 1st Hard Close:
Closing:
02 The Art of Closing
Day 20 | Soft Close
Day 21 | Hard Close
Day 13 | You’re not bad at closing, you’re bad at building interest
Day 04 | Silence at the Close
12 – Closing (Lightbulb Close)
07 Closing (1st Hard Close + Contract Close)
The Art of Closing
06 Answering Buying Questions + Pushing Hot Buttons
Smokescreens:
Day 23 | How to Get Past Brush-Offs
Day 14 | Get Back to the Path
03 Smokescreen: Can I Have a Card?
04 Smokescreens:  Not Interested & Not Seeing Bugs
02 Overcoming Smokescreens
Overcoming Smokescreens 2023
Overcoming Objections & Smokescreens
Overcoming Smokescreens
01 Top 6 Smokescreens
Objections:
Day 14 | Get Back to the Path
Day 10 | RAC
17 – RAC (Resolves)
18 – RAC (Ace & Close)
19 – RAC (Dropping an Ace)
09 Objection – Think About It
08 Buying Question vs. Concern
07 – Overcoming Objections: Intro to R.A.C. (Aces)
08 – Overcoming Objections – R.A.C. (“Not Seeing Bugs” Resolves & Closing)
01 Overcoming Common Objections
01 Top 9 Objections
Overcoming Objections 2023
Training from Aptive Entomologist: Overcoming Objections
Overcoming Objections & Smokescreens
Overcoming Objections: Contract
Overcoming Objections: Delay - Having a Card
Overcoming Objections: Delay - Think About It
Overcoming Objections: Not Seeing Bugs
Overcoming Objections: Talking to the Spouse
Switchover:
04 Switchover Pitch
Day 27 | The Switchover Transition
13 – Switchovers (pt. 1)
14 – Switchovers (pt. 2)
15 – Switchovers (pt. 3)
16 – Maximizing Switchovers
09 – Intro to Switchovers
11 – Switchover Part 2
Full Switchover Pitch 2023
Switchover Pitch
The Full Switchover Pitch
01 Full Switchover Pitch
DIY:
20 – DIY
Agreement: 
Day 28 | Selling Same Days
Day 24 | Making It Click For the Customer
Day 22 | Charity/Give Back
Selling Multi-Year Accounts
13 – Sales App, StreetSmarts & How to Take Customer Through the Agreement
Top Rep Trainings:
Top 10 Rep Training - Aubert Lesperance
06 Spencer Litchfield Training
07 Noah Miller
08 Conor Mclaughlin
Mentality:
Day 26 | Habits
Day 19 | Negatives to Positives
Day 15 | Be Aptive Video
Day 11 | Gratitude
Day 09 | Self-Improvement/Self Assessment
Day 05 | Your Why
Day 03 | Saturdays
Day 02 | Don’t Wing IT
12 – Top Tips for Success
1000 Club
Sales Rules & Best Practices | 2023
Book Club December 2020: "The Power of Bad"
Book Club February 2021: "Bet on Talent"
Book Club January 2021: Endurance
Book Club November 2020: "The Soul of the Firm" Breakdown & Review
Setting Goals
SPEAKER SERIES: Ben Bikman
SPEAKER SERIES: Chris Pierce
SPEAKER SERIES: Dr. Julie Hanks
SPEAKER SERIES: Iron Cowboy
SPEAKER SERIES: Nate Bagley
SPEAKER SERIES: Scott Stratton
Morning / Weekly Meetings:
Morning Meetings Part 1
Morning Meetings Part 2
Morning Meetings Part 3
Weekly Training 2021 | 5
Weekly Training 2021 | 6
Weekly Training 2021 | 7
Weekly Training 2021 | 8
Recruiting (Rally) 
01 Why Recruit
02 People You Know
03 People You Don’t Know
04 The First Meeting
05 The Second Meeting
06 Common Concerns
07 Closing
08 Growing Your Network
09 Recruiting from Competitors
10 Retaining Recruits: pt 1
11 Retaining Recruits: pt 2
12 Recruit the Best
13 (Bonus): Social Media
