Commercial Training 1-27-15
Questions/Comments:


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 – As we discussed last week, we are no longer offering the Xp3W+ in 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: 
· A great way to start a follow up meeting (after your initial greeting and pleasantries):  
· If you are following up with a potential business partner (client) AND you already have some “rough numbers” of their fuel usage – use our calculators and come up with some possible savings projections for their fleet.  Then, you could say something like, “Ms. Smith – If I was your banker and called you up and said, “We have a check for (whatever the projections are) and we were wondering if you’d like to cash it OR if you’d prefer us to shred it?”   
· Why am I saying this question at this point?  
· When they say they’d cash it, you can laugh and say me to and I’d like to think everyone we know would too.  Ms. Smith the reason I asked that question was it represents a very low estimate of the amount of money your company will either keep or spend depending on the result of our conversation today.  

· Xp3 sales process – I was talking with a distributor today about the fastest and easiest way to summarize our trial process for customers and new distributors.  I said we can do that in less than 1 minute and the rest is all “details”, so here it goes:
· “We guarantee that you will experience increased profits by partnering with us and using our product.  We’ve developed a simple process that proves our claim, so you experience the proof 1st hand.  
· In our trial, we take a minimum of 3 trucks (pieces of equipment) that will not use our product and a minimum of 3 trucks (pieces of equipment) that will.  
· In order to ensure a “fair trial”, we choose vehicles (or equipment) that are similar in make, model, routes, loads, etc.
· We do some MPG tracking AND before/after used oil analysis.  Following the trial, we analyze the results, prepare a summary report, and meet with you to show how much you’ve been paid to use our product.”  
· We talked about some “key” points to assist in the sales process including:
· I would not say the following sentences unless I knew the person was “Beth or Bob” and they have identified for me that they are interested and are the decision makers.  
· We have to ask for the sale in a tactful and professional manner:
· When talking about the trial process with a potential client and asking them to start a trial, we can say something like, “We guarantee up to 10 vehicles in our trial and most company owners prefer to start with at least 5 trucks (or pieces of equipment) – how many trial trucks would you like to start with?” 
· Be quiet after you say this and wait for their response – even if they remain silent.
Important Trial Note:  Please make sure to inform that Trial company that we need them to use the same manufacturer and weight of oil during the trial process.  Whatever they prefer, please have them stick with it during the entire trial.  BlackstoneLab said failure to do this can effect some of the readings in portions of the anlaysis.
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· http://100ksalesteam.com  -  Free training resource for Certified GDI Sales Reps to help consistently put those steps together!

