Commercial Training 1-5-16
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:
· Start of a trial that is looking very positive
· 2015 Ford F350 with about 8K miles
· Baseline MPG of 11.45 – Baseline tanks from 12/1 to 12/21
· Unofficial info because the trial is still going - Increased MPG to 14.037 after using Xp3 in 6 tanks which is an increase of 22.6% - Trial tanks 12/22 to 12/28
Tonight’s Training
Fuel and Industry Related News:
Great article talking about the importance of the types of oil that are used
· http://roadking.com/trucks/a-closer-look-at-synthetic-motor-oils/ 
· “…lower viscosity and higher resistance to temperatures, the main properties in synthetic oils, result in 2 percent or better improvement in fuel economy and reduced wear in the engine.”
Article discussing the 10 biggest things that cause damage to diesel engines
· http://www.trucktrend.com/features/1205dp-10-ways-your-killing-your-diesel/ 
· Check out #3 – not changing oil
· “…Silica (dirt) is by far the biggest factor in engine wear and intrudes past seals and filters. As it combines with carbon, silica forms an abrasive called carborundum, which is similar in hardness to diamonds.”
· Check out #5 – not letting your engine warm up
· “Hot and cold engine parts expand at different rates, so gaps can form, which could cause leaks or gasket failures.” and “The more cold-starts your diesel is subjected to, the shorter its lifespan will be. Inconsistent metal expansion and poor-flowing (thick) lubricants don’t provide protection from moving parts.”





Removing The Sales Process
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How are you quickly identifying whether a person is “Beth or Bob”?
· 
How are you identifying whether or not the person is a decision maker?
· 
Are you giving too much information too early, which means they don’t need you because they think they have figured it out from the information you gave them?
· “I’ll email (or send) you some information and a website to check out – why are you sending it?” 
· Why are most potential customers happy to hear you say that?
· What percentage of people take the next step after that point once you do this?
How do you begin sharing information about Xp3 with decision makers? 
· In person – 
· Over the phone – 
· Online meetings – 
How much are you showing and sharing in your presentations?
· The more you show data, articles, and information from 3rd party – the more success you will have because they don’t have to believe you.  
· People often trust what is written over what is spoken
How are you handling objections?
· Critical Point: We can’t help people or get paid simply by “sharing information” 
· Closing trials and reorders is what helps customers, Fuel Hope, and pays us!
· Our goal is to get a decision as quickly as possible 
·  “I need to think about it” – is a decision  
· What can we do to overcome that statement?
· 
· Why do most people use the phrase – “I need to think about it”?
· 
· Once the potential customer tells you they are “Beth or Bob” and why they want the benefits of using Xp3, if they don’t purchase it’s because of one of these issues:
· They aren’t the only decision maker
· [bookmark: _GoBack]They don’t think they can afford the product
· They don’t believe the product will solve their problems OR won’t solve one problem without creating more problems.
· Questions are the only way to help with these objections – 
· Take all the time you need – Ask about them about their desire to use our product, work with our company, or work with you?
· We have to solve their problems and attach pain to them “stalling” on making a decision.  
· The most important question you can ask is “Why?”
· Why are you looking for a solution like Xp3 right now?

· T






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! 
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