Commercial Training 10-14-14
Questions/Comments:
· 
Updates:
· New url for certified GDI sales reps – I will be sending an email with an update
· New url that takes you directly to the Commercial account registration page – I will also include that link in the email.
· Will have some exciting news to share next week about an enhanced benefit of Xp3
Training/Discussion: 
The purpose of these calls is to help you prepare to succeed with your customers and give you feedback from your interactions with your customers!
Formula for calling – 
· Resistance of looking at anything new
· CEO send to Supervisor back to the CEO – break through the chain.
· No incentive for the mechanic >
· Sometimes the mechanics can feel threatened with having less “down time” – maybe they won’t be needed as much 
· Passed along to someone by the CEO – 
· We get paid for cold calls, walk-ins, referral conversation – 100 – 3 should be interested – 1of those does a trial and becomes a customer.  1 case per month.   $150 DSC = $1.50 per call 
What are the most common questions you’re experiencing when talking with potential customers (business partners)?
· [bookmark: _GoBack]How many gallons does a bottle treat?  (Fairly quickly in the process – after they’ve sent the email with the projected savings analysis)?
· Questions about SCR and EGR?
What are the biggest challenges you are facing in creating urgency for your customers?

Jill Konrath – Frazzled Customers – book “SNAP Selling”    
· People are so busy and don’t have time to hear the value.   Might be more common in smaller companies where the owners might be driving?
·   

To Do:  Develop a 1 page sheet for brand new distributors to help them succeed and the other side > trial/order process.



Next week we will have a call where we focus on experiences/questions from the field
· I want to open the call up to “Q & A” and discussion 

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