Commercial Training 11-11-14
Questions/Comments:
· 
Updates:
· The “back office” updates have been completed and you should be seeing that as you log in.  Mike and Randy said that they hope the rest of the replicated sites will be updated tomorrow.  Thank you for your patience in this process!
· We are still offering a FREE 16 oz bottle for Commercial testimonies.  The testimonies need to be on company letterhead and usable (reviewed by Mike and Randy and then approved).  
· We will have a 16 oz “GDI Trial Pack” available for Xp3W+ and it will be added to the GDI order forms and site asap.   The price will be $595 and includes:
· 1 case of 16 oz. bottles of Xp3W+
· 2 used oil analysis kits
· Shipping
· DOES NOT INCLUDE ANY APPLICABLE TAXES

Training/Discussion: 
1. Guarantee VS Tracking/Analysis
· Guarantee is available for you to use if you feel it is necessary 
· Tracking/Analysis – is necessary for every new customer.
2. Remember, our goal is for every customer to KNOW that Xp3 is delivering on our promises and tracking/analysis is the only way to ensure that happens.
· We should never hear things like “It doesn’t work” or “I think it’s working” or “It seems to be working” – the customer should know the product works every time.
3. Important questions to ask yourself:
· Am I consistently (daily whenever possible) putting myself and my product/business in front of potential partners?
· What part(s) of my sales process do I think are working really well?
· What can I do to make inevitable for me to improve in these areas?
· What part(s) of my sales process do I think I need to improve on?
· What can I do to make it inevitable for me to improve in these areas?
· Lead Generation
· Converting leads to partners
· Follow up in all parts of the partnership building process
4. Have you prepared to succeed before making the call or walking in?
· Are you clear on the questions and process that you’re going to need to succeed?
5. IMPORTANT POINT – we are simply collecting decisions.   When we are professional and prepared, we can quickly and efficiently ask the right questions and find out if they are “Beth” or “Bob”
6. [bookmark: _GoBack]Which would you prefer?
· Dragging things out with multiple calls/long process OR identify if they are a potential partner and help them make a decision (either yes or no)
· Bank account example and I need to think about it objection.
· Take as much time as you need.  “What questions do you have that will help you feel 100% confident in moving forward in a partnership with us?”
7. Use your checklist when cold-calling or walking in.  You will be serving yourself and future business partner by staying on point and guiding them through the process. 

· For next week’s call 11/11 – follow up with your thoughts and experiences with some cold-calling and/or walking to set up meetings.  


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