Commercial Training 1-31-17
Updates:
There are 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.
· The next 1 day workshop located at the Maple Grove corporate office will be April 15th, 2017 – visit http://becomeproworkshop.com to register
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions - 
· Referrals and Testimonials – 
Fuel and Industry Related Info:
What are some topics that your customers ask about and that you would like more information about?
· T
Interesting article talking about large construction equipment sales trends and impact operators play in operating cost.
· https://www.constructionequipment.com/down-market-doesn%E2%80%99t-damper-large-loader-options 
· Check out the section “OEM’s Return to Telematics as Key to Lowering Operating Costs”
· “Fuel consumption can vary significantly in the same application with a different operator. A simple thing like operating the machine in normal power mode rather than the high power mode can make a big difference in fuel consumption. Use of telematics to find problems quickly and correct them before they become major issues is important to reducing operating costs, as is preventing maintenance issues through telematics programming.”
· 
--------------------------------------------------------------------------------------------------------------------------------------
Interesting article explaining that, “…manufacturers are moving to ensure that those who represent their brands are capable, willing, and equipped to handle the challenges…
· https://www.constructionequipment.com/blog/back-dealers-court 
· This is an example of why Xp Lab and GDI require distributors to have the training we do, which protects and grows our businesses as well as the brand of Xp3.
----------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
How many of you use Xp Lab’s website to share with potential customers to educate them about Xp3?
· 
How many of you use Xp Lab’s website to gather test data and case studies?
· 
How many of you use GDI’s website to share with potential customers to educate them about Xp3?
· 
If you had a “wishlist” of the content and information provided on the GDI website, what would be included?
· Mobile optimized website – 
· [bookmark: _GoBack]Product and pricing information to be clearer - 
-------------------------------------------------------------------------------------------------------------------------------------
Great article on sales phone blunders
· https://blog.hubspot.com/sales/phone-sales-mistakes 
· Item #1 on the list - The worst mistake sales people make is procrastinating or not doing calls (especially follow up calls).
· Item #2 on the list - Greeting like a salesperson.  Don’t hit the person on the other end of the phone with “a wave of enthusiasm” as soon as they answer the phone. 
· Remember that people like people like them, so pay attention to the volume, speed, and energy that the other person uses.
· Item #6 on the list – not establishing a clear next step.  Make sure to set your next call or meeting AND the expectation of what you are planning to accomplish in the next meeting.
· Item #7 on the list – making calls from 9 AM to 5 PM – one of the best ways to reach decision makers is to call at times outside of “business hours” and as a bonus – you can even bypass the “gatekeeper”
Great tips about “role playing” sales calls to practice and improve your skills for different scenarios
· This article gives some sets of instructions for how to proceed in role playing a variety of circumstances
· https://blog.hubspot.com/sales/sales-negotiation-role-play-exercises 
· Identify and practice personal weaknesses
· Dealing with extreme situations
· Negotiating with Difficult Prospects
· Mutually beneficial negotiations

The 20 most highly rated sales books of all time - https://blog.hubspot.com/sales/the-most-highly-rated-sales-books-of-all-time 

 
