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• Goals
• Assess the viability of an outside company 

professionally representing Lawn Doctor

• Determine if ProNexis and Lawn Doctor shared the 
same customer-focused culture and sales philosophy

• Test if Lawn Doctor’s systems could provide enough 
information for agents to make and book sales

• Evaluate if the ProNexis Automated Call System could 
efficiently and effectively respond to Internet leads

• Judge if Pronexis could build customized Lawn Doctor 
reports so franchisees and Corporate received salient 
information to run and build their business

Spring Test
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• Eleven franchisee participants

• Represented 9 states all over the country-CT, 
MD,FL,UT,IL,OH, OK, MI,WI, IA

• Combination of very new, 2-3 years in the system, 
experienced 5+

• Program started in mid-April

• Pronexis received inbound calls as well as Internet 
leads

Spring Test
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• Dual Systems-RG and ProNexis

• CAW Accuracy-Current info, multiple offers, 
marketing data

• Reports-Internal customized reports

• Volume-too little at the beginning to build 
knowledge and confidence

Challenges
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• Emphasis on Lawn Doctor customer-focused 
culture and sales philosophy

• Webinars, written materials on programs and 
services (emphasis on Lawn Maintainer), FAQs, 
property measuring, CAW, systems, scripting, 
sales, closing, customer service

• Role-plays by telephone, in person side-by-sides 
and group sessions

Training and Monitoring
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• Sales and Support Center open to us at any time

• Allowed to:
• Write our own scripts and emails
• Use our own training materials
• Conduct long distance telephone role plays and listen to 

taped calls
• Structure our own lead management flow
• Create reports that could enhance and grow our own 

business
• Work with them to create their Onboarding Document

• Worked together to create fair and reasonable 
pricing

Total Transparency
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• Inbound-Average of 50% conversion rate

• Internet lead- Average of 18% conversion rate

Test Results
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• Basic training revision and expansion of materials 
based on test results

• Module 1-Introduction to Lawn Doctor (1 hour)

• Module 2-Product knowledge (3 hours)

• Module 3-Sales (2 hours)

• Module 4-Scripts (1.5 hours)

• Module 5-Systems (4 hours)

• Module 6-CAW customer service activities (1 hour)

• Module 7-Sample calls and role-plays(2 hours)

• Module 8-Outbound calls for Web leads (1.5 hours)

Spring Preparation
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• Module 1-Overview (Kim King)

• Module 2-Product Knowledge(John Buechner)
• Part A-Agronomy
• Part B-T&S, Yard Armour, PPC, Custom care

• Module 3-Equipment (Mike Caprio)

• Module 4-Face-to-Face Sales (Don Lund)
• Part A-Introduction and presentation
• Part B-Closing/Objections

• Module 5-First Contact Sales (Kim King)
• Part A-Superior Telephone Skills
• Part B-Overview of First Contact Sales
• Part C-Components of First Contact sales
• Part D-Objections and Closing

New Saleperson Training 
(FranConnect-Library-Training
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• Banding
• Give general training to all ProNexis agents
• Train a CORE group of agents dedicated to Lawn Doctor 

only
• Train a secondary group that has received training but only 

get overflow calls
• Train a third group of agents that rarely get Lawn Doctor 

calls
• As volume builds, review training and practice with the 

second group, third group, fourth group as needed

• New Hires
• Operations Director focusing on candidates with sales 

background
• Internal agents receiving additional help with closing skills

Banding and New Hires
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Next Steps

• Stop by our booth at the trade show

• Sign Up Today to be Entered in the Drawing for 
First Year Free ($3,000 Value!)
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Next Steps

• Complete the Sales and Support Agreement 

• Complete the “Lawn Doctor Franchise Info” google 
form 

• Watch for email indicating completion of account set 
up and assigned forwarding number 

• Make sure that CAW info is set up appropriately 

• Start Call Forwarding 

• Start Internet Lead forwarding 


