Commercial Training 1-19-16
Updates:
· We still have 3 comprehensive trials available for qualifying companies
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
Questions, Comments, and Successes:
· 
Tonight’s Training
Fuel and Industry Related News:
A short PDF that talks about some of the benefits of biodiesel – this is to be aware of some of the selling points that people who are using (or really support) biofuel will be talking about
http://www.crimsonrenewable.com/specs.php 
· “Biodiesel has a higher cetane number, which means that biodiesel fuel will ignite more easily in a diesel engine while also reducing engine noise.”
Tonight’s Sales Training
“Handling Objections Before and During the Sales Process”
· Objections = Opportunities
· It’s better to be prepared for an opportunity and never have one – than to have the opportunity and waste it by not being prepared!
· Two ways to deal with objections – before they come up or when they come up
· What are the benefits of handling them before they come up?
· Pacing
· Perceived professionalism and expertise
· Posture
· What does handling them before the customer brings them up impact your process and your customer
· Speed?
· Dealing with a professional?
· If you get stuck in the process of handling objections – always ask a question to get a commitment.  This is professionalism and posture!
· I will be happy to (answer the question or get the answer to your questions).  Are there any other questions that I can get answered for you that will help you feel 100% confident in moving forward with our partnership?
· I will be happy to (answer the question or get the answer to your questions).  Once I get those questions answered and they meet your satisfaction, will you be ready to move forward in our partnership and begin your trial with Xp3?
· [bookmark: _GoBack]Combination of 1 and 2 is also a great option!  Question 1 followed by “Is it fair to say that (insert question 2).  
· Choose your words carefully to avoid triggering objections like “Never harmed an engine” which can trigger fear of damage to an engine and bring the “warranty objection into play” compared to “Proven history of protecting engines for over 25 year!”


Additional Training: 100K Sales Team Training for GDI Reps

· http://100ksalesteam.com  -  Free training resource for Certified GDI Sales Reps to help consistently put those steps together! 
