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Updates:
· Comprehensive Trials – We still have 5 good size companies that are being considered for the trial.  If you have any companies that qualify (at least 400 pieces of equipment and high monthly fuel consumption (at least 1200 to 1500 gallons of per month) – please work with them quickly if you’d like to have them considered for the trial. 
· Xp3W+ info – we’ve been monitoring the performance of Xp3W+ over the past few weeks and are finding that our customers are getting as good of results with Xp3W.  
· Our goal is to offer the best product/service possible for the price, so we are removing Xp3W+ from our product line.  
· Please make sure to tell remind your customers that Xp3W will protect their fuel down to -10 degrees.  If they experience temps colder than -10 degrees F, we recommend using additional anti-gel measures.
Training/Discussion: 
· When walking into a business or making cold calls, remember that our #1 goal is to start a conversation.  We are basically looking for “Beth or Bob” and trying to set up a time to have a discussion.
· Most people don’t exercise their “decision making muscles” and require a process to help them feel confident in partnering with you.
· Remember a sale is always being made – either you are “buying” there reasons not to have a discussion with you OR they are “buying” your reasons to have a discussion.
· You get to lead the customer with the things you do and/or say – you are the story teller.  
· Be proactive and “lead” the potential business partner to where you want in the conversation.
· Example:  “You know Mrs. Jones – I was just curious how the diesel prices dropping has helped your company?”   We’ve just turned something “negative” for our business into a positive and an opportunity to help the client.
· Example: “Mr. Jones – I was just curious if you can think of at least one positive business partnership that has really helped your company?”  We are proactively leading them to think about positive business partnerships and make that connection with you.  
· Brian Tracy Racehorse tip: If you’re in person, point to yourself when saying “positive business partnership” – subconscious connections!
· When talking with a potential client (business partner), any “objection” or “statement” (other than no or being asked to leave), is perfect and can work for you!  
· If you ever get stuck, ask a clarifying question or a question to probe deeper.
· Example – suppose someone says they are interested in saving money.  You can ask a probing question by saying something like, “Just curious, how saving some extra money would help your company?”
· We’ve got to get to the “why” and help them see past the decision to try and buy!  We want them to see themselves experiencing the benefits of Xp3 before they even use it.
· I was talking with a distributor today about some of his experiences on sales calls.  He shared objections like:
· “Who else is using this product” or “Who is using it locally”?
· “Things are really tight right now so we are cutting all unnecessary expenses”
· “We can’t get our employees to do anything consistently”
· “We’ve got other projects going right now and can’t start anything new”
· What are some ways you might handle some of these?

Sales Training Resources:
· Bob Martz - Mindset, Strategy, and Technique > http://www.mstsellingsystem.com/ 
· Check out the website and click the “6 Power Rules To Sell More In Less Time”
· Fast and easy to do – take notes and make sure to check out the webinar invite you’ll receive a few days after you opt-in.
http://100ksalesteam.com  -  Free training resource for Certified GDI Sales Reps to help consistently put those steps together!

