Commercial Training 11-25-14
Questions/Comments:
· 
Updates:
· If you are a GDI certified distributor and are having trouble viewing your site, please try these 2 steps:
· Make sure that you are NOT typing www in the address bar
· Try typing your name (instead of your user ID in front of the gdiresults.com)
· Log into your back office and check under your “My Profile” tab > “Replicated Website” and verify which name/number appears in that section.
· Contact me directly if you are still having trouble after trying those steps.
· Storing Xp3W+ in the 16oz bottle BELOW ZERO will not adversely affect the chemical properties of the product.  The product will still perform effectively and as designed, but will NOT be able to be squeezed into the measuring reservoir.  
· The GDI corporate office accepts all major credit cards 
· GDI charges sales tax for the following states and soon will charge sales tax for the rest of the states – WI, MN, WA
Training/Discussion: 
I saw an infographic at http://www.thetruckersreport.com/infographics/cost-of-trucking/  (published in 2012) that reported the following statistics:
· 68.8% of all American goods are transported by trucks – American Trucking Association
· The average operating cost per mile in the trucking industry is $1.38
· The average yearly cost is $180,000
· Fuel makes up 39% of the average operating cost per mile + 54 cents per mile 
· The average Commercial truck consumes about 20,500 gallons of fuel each year
· Repairs and maintenance accounts for about 10% of operating costs – a little over 12 cents per mile, which can cost about $15,000 annually
· [bookmark: _GoBack]Tires account for about 3% of operating expenses = an average of just over 3 cents per mile
These statistics are a good reminder of the operating expenses facing trucking companies – about 65 cents per mile on fuel and maintenance related expenses.

Les Brown – It’s better to be prepared for an opportunity and never have one THAN to be unprepared and waste an opportunity.
Telemarketer story from today




If you were to meet the owner of a fuel-consuming company right now in this moment, what would you say to him or her (after the “hello” and other pleasantries)?
Design a question that does 1 of 2 the following 2 things:
· Will result in them saying “yes” and/or agreeing with you and asking you a follow up question
· Get them to disagree with your assertion/question!
Questions to say yes or agree:
Ms. Smith if you were given a choice to cash a $2000 check or write a $2000 check – would it be fair that you would prefer to cash it?
Ms. Smith – if you received a call from your bank telling you that someone was making withdrawals for $2000 and you knew it wasn’t you or one of your employees – would you need to think about closing the account to stop the withdrawals or would close the account immediately and have the bank start working to get your money back?
Ms. Smith – Most company owners tell us that they are looking for innovative ways to increase profits and cut costs AND some people have actually found a simple process to help them do it.  (PAUSE FOR A MOMENT AND SEE IF THEY ASK HOW THEY ARE DOING THAT) 
· Is that something your company would be interested in doing?

Questions to “no” or disagree:
Ms. Smith because diesel costs have been higher the past few years do you think company owners are excepting that they have to keep paying higher prices or do you think most of are looking for ways to cut fuel and maintenance costs?
Ms. Smith – I realize your company is already successful at this, so I was curious if you know of any other company owners who might be interested in cutting operating costs and increasing their profits?  


“Role play” a cold call/follow up call with me - 




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