Commercial Training 10-27-15
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. Randy approved a few updates to the replicated site that will place link(s) to XpLab’s website 
Tonight’s Training
How did you do with stretching yourself and doing 1 more step to grow your business in the last week?
· Successes – 
· Struggles – 
· Questions – 
Initiating conversations with potential customers:
· GDI survey sheet 
· “Survey” and “Trade Show” sheet
“Hi, my name is Tom and to be sure I’m not wasting your time, we put together this short document.  Which of the following benefits do you feel would help your company the most?
_____   Increasing their profits
_____   Decreasing maintenance costs and down time
_____   Keeping their equipment running better and longer
_____   All of the above

· Handing someone a bottle of Xp3 and asking them to take a look at the benefits list: 
1. “Which benefit(s) that you saw do you feel would be most important for your company to receive?”


· Cold calling or walking into a business
· Scripts are a process: start with ideas, test, revise – then repeat the process 
· Scripts help you stay on track – especially in the beginning
“Hi, my name is Tom and to be sure I’m not wasting your time – I have one very important question.  We partner with companies by guaranteeing to do 3 things which are:
1. Increasing their profits
2. Decreasing maintenance costs and down time
3. Keeping their equipment running better and longer
Which of those benefits do you think your company would be most interested in?”
· Notice – I did not say the company name.  They won’t remember (or care initially) and it’s great when they engage and ask us the name of the company because you then have a reason to hand them a card and/or direct them to a website.   
As long as they respond with any of those 3, you can say something like:
“Fantastic, we have a simple and guaranteed way to prove that your company will (insert benefit they listed).  If it sounds good to you, I’d like to schedule about 10 to 12 minutes to share a little more info, so you can decide if it’s something you’d like to move forward on.  Is now a good time or would Wed or Thursday morning be better?”  
Basics of the Trial Process:
· [bookmark: _GoBack]Target is minimum of 1 trial vehicle and 1 non-trial vehicle
· Explain trial and sign/complete the guarantee and trial registration (customer signs too)
· Return within 3 business days of the sale so we can review and approve the guarantee
· Place order and/or sell
· Be sure your customers do not start using Xp3 until the guarantee and trial are approved, but they can begin tracking baseline tanks


Is there a difference in the properties and qualities of diesel fuel from summer #2 to winter #2?
 

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! 

