Commercial Training 10-20-15
Updates:
· We still have 3 comprehensive trials available for qualifying companies – we still have several distributors (including myself) working on trying to close these trials.
1. At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
2. XpLab Guarantee - 

Tonight’s Training
Clarifying a couple of points from last week’s training:
· Lower wear scar number = better lubricity
· USA requires the maximum wear scar diameter to be less than 520 microns
· Engine Manufacturers desire maximum wear scar diameter to be less than 460 microns

 “A person who is completely sold on the product he/she is selling will feel horrible when a person who’s expressed interest – has not bought because the sales person believes to his/her core that the person (or business) is better off with their product/service.”  Grant Cardone
Are you 100% convinced about the value of Xp3 for your clients?
Are you 100% convinced about that you can start and close the sales process with anyone who wants our product?
Whether we chat for 1 minute or 1 hour on this call tonight the purpose is to help you overcome whatever is stopping you from getting the results you want in your business. 
· There are potentially 3 groups of people on this call tonight (including myself)
1. Those who aren’t sure what to do, which is why they aren’t doing it
· We will work on that as much as you are willing to put into it
2. Those who know exactly what to do, but aren’t doing it to their best ability
· It’s safe to say we’re all here because we know we can improve!
3. Those who know exactly what they need to do, but aren’t doing it all





· What are things that stop us from taking action?
1. Fear
2. Self-Doubt
3. Previous Negative Experiences
4. Lack of “know how”
5. Lack of practice
6. Being prepared – having business cards with you at all time, having with you, having binder, having websites set up, having a fuel log for every sale.

· What are things that are stopping quick sales from happening or make the cycle longer?
1. For most businesses (less than 100 pieces of equipment), making a decision to test the product can happen quickly – in some cases in the first contact.
· Trade shows – they spend a few minutes watching a demo and decide
· Numerous decision makers – large companies
· Procrastinate – 
· Analytical - 


· What are the reasons that people buy Xp3:
1. Save money on fuel
2. Reduce maintenance costs and down time
3. Environmental
4. Supporting Fuel Hope (if they are told about it)
5. Reducing maintenance employee’s overtime costs
6. 

Let’s focus on action steps:
2 Important things to consider:
· Do you have more time than money or more money than time?
· Do you have a specific plan that you are confident and committed to doing?
1. Is that plan producing the results you want in the short term and long term?
· What is your plan to increase leads and sales?
1. Short Term (in the next week)
· 
2. Long Term  
· How will I increase sales?
How many calls can you make in 15 minutes?   
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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! 

