Commercial Training 10-6-15
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.
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
· http://xplab.com/product/fuel-enhancer-diesel  Link to XpLab page for Diesel Xp3
Your business depends on 2 areas of focus:
· Getting more companies to try Xp3
· Finding interested companies (a.k.a. – getting leads)
· Guiding them to make a decision to partner with us
· Partnering with them through a trial
· Meeting after the trial and proving the results
· Getting consistent repeat orders
· Setting up a schedule for repeat orders
· Having the belief (and proof) that your customers are better with Xp3
· Getting referrals and testimonies
· Pick at least 1 skill to improve in each of the 2 areas listed above.

Questions, comments, success stories?

Tonight’s Training
Steps when referring a person who is considering becoming a GDI rep	
1. Give the person the following link – http://becomeprotoday.com 
a. Sample training videos so they can see the process AND the application
2. Give them the GDI application
3. They will speak with Randy or me
4. Once approved, they will purchase the GDI Commercial Training and complete the process



Fuel Hope – 
http://www.overdriveonline.com/truckers-against-trafficking-the-learning-process-continues/ 
Ohio just mandated hour of TAT training into their CDL programs

Selling is critical to your business success!
Professional or Amateur?
· There are vast shortages of highly committed and professional sales people
· Are you putting in the work, money, and time to become one of them?
· Do you believe Xp3 is worth way more than what we are charging?
· Do you believe you can sell anyone who wants the product or is interested in the benefits?
· Have you ever thought or felt this?
· “I don’t want to call, visit, or follow up with a company because I don’t want to bother them.”
· In this scenario, I would suggest 1 of 2 things is happening:
· Either you’re not convinced of the value of Xp3 and/or the client is not convinced.

Cold calling or cold walk in appointments
First 20 seconds of a conversation:
· Who are you (first name) and where did you get their name/info?
· “Hi my name is Tom - I was referred over to you by Jenny Smith over at Smith Trucking.  Can I get your undivided attention for just 20 seconds?
· Why are you calling them
· “The reason I’m calling is because we partner with companies like yours to do 3 important things.
· Increase your profits
· Decrease your maintenance costs and down time
· Keep your equipment running better and longer
· What’s in it for the buyer?
· “Now Smith Trucking increased their fuel efficiency over 5.9%.  Tom - I can’t predict the exact savings XYZ Trucking is going to experience by partnering with us, but the reason I’m calling is to schedule a meeting to show you our product and our guarantee so you can prove the benefits to yourself.  Does Thursday afternoon or Friday morning work best for you?
· Set the appointment
· [bookmark: _GoBack]Ask if there is anyone else in the decision making process that we also need to invite to this meeting?
· Take away and replace with referrals
· “Tom – Here’s my last quick question.  Who do you know that are colleagues in the profession that would also be interested in helping their company with the 3 benefits we just discussed?” 
· Confirm the meeting and end the call
· “I’m looking forward to meeting with you on Thursday at 10 am and have a great rest of the day!”
 









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! 








· When cold calling – don’t waste your time with saying your last name and company.  If you don’t have a brand they will easily recognize yet – they only care about figuring out what you want.  
· No one answers a doorbell to find out the name of the person who’s ringing the bell.
· What is a problem that you’re facing with fuel or maintenance?
· If I could snap my fingers and fix your biggest problem, what would it be?
· Why would you spend “$XX,XXX with our company? 1 hour and 56 seconds
· Who else needs to be involved in making this decision?
· If they get upset because they are the decision maker, say “I know you’re the decision maker, I only ask because decision makers like to involve other people in their team to make them feel part of the process.

