Commercial Training 11-4-14
Questions/Comments:
· 
Updates:
· We are updating the gdi site for the final time in this process.  If you are experiencing any issues with your site, please note them and check back tomorrow (or in the next few days) because the problems should be remedied.  Please let us know if those are not resolved in the next few days.
· Interaction and participation in the calls – extremely important and makes this process the best it can be.
Training/Discussion: 
1. Feedback on GDI Demo Customer Checklist and the GDI Trial checklist
· Anything that needs to be adjusted, added, or removed?
2. POSSIBLE things to say when walking into a business.  Remember the following suggestions are meant to be “starting points”.  You will have to take what you think matches your confidence, personality, and skill level and adapt.  Then, you have to 
· Prepare
· Apply
· Track 
· Review
· Adjust 
· Repeat.
3. It is important to have these 2 things before you apply any of this training.
· Belief that you will deliver way more value to your customers than what they will pay you
· Belief in yourself (or at least a willingness to say it’s possible) to speak confidently and carry yourself professionally and with posture.
· GOAL -  set a meeting (15 to 20 minutes) – small commitment
· Do your “prep” work – find out who you’re hoping to set up a meeting with (websites, Google, referrals, etc.).
· Possible opening statements/questions if talking to a “gatekeeper”:
· Hi, my name is _________ and I was hoping you could help me out.  I’m looking to talk with ________________ (name of contact) and could you please tell them I’m here (don’t raise your voice at the end to imply a question).
· If they say “Is __________ expecting you?” Or “What’s this in regards to?”
Question – Is ________________ expecting you?  
Answer – Not yet, but sometimes that works out for the best.  Can you please tell them I’m here (watch voice inflection)
Question – “What’s this in regards to?”
[bookmark: _GoBack]Answer – Meeting for lunch
· If the decision maker walks out to meet you and fails to invite you to sit down in the lobby or go to the office, look for a chair in the lobby and say, “Can we have a seat over here or is there somewhere else you’d prefer to chat?”  - This is all about posture and leading the conversation.   
· If they say, “That depends on what you want to talk about?” move towards the couch or chair and take a seat – they will follow and then start following the script below.
· Possible opening statements when you connect with the decision maker or you walk in and talk with the decision maker
· Hi _”Mr. Bob or Ms. Beth_, my name is ________________.   I’m in between meetings today and wanted to stop in ask a quick question.  Since you’ve been in business, can you think of at least 1 partnership that has helped grow your business or make more money?
· If they say yes – “That’s fantastic!  That is exactly what I’m hoping to do for you and I’d like to set up a short meeting (open your calendar or planner) on (2 days and times of days) Thursday afternoon or Friday morning to explain exactly how I can deliver that partnership for you.  Which of those days work best for you?  
4. Let’s talk about questions or objections they might say:
· What’s this in regards to?
· I don’t have my planner (if they wouldn’t take you to their office earlier)
· Those days don’t work for me?
· Not sure I want to give you that time?
· I don’t have time to meet – too busy
· I’m not interested in buying anything?
· What are you selling?
5. Let’s talk about other possible opening questions or statements you could make – 
· Mr. Bob/Ms. Beth, my name is ________________.  I was on my way to another meeting and wanted to stop and quickly introduce myself.   Mr. Bob/Ms. Beth would it be fair to say that the #1 goal of your business is to provide great value to your customers and make more money?  
· Fantastic – I specialize in helping business owners meet those goals.  I’d like to set up a brief meeting on (give to 2 days of the week) to quickly explain how I will prove that partnering with me will help you accomplish those goals.  Which of those days work best for you?
· Mr. Bob/Ms. Beth, my name is ________________.  I’m also a business owner and was just on my way to another meeting, but I wanted to stop and quickly introduce myself.   Mr. Bob/Ms. Beth, if you’re like me, you value the importance of strategic business partnerships.  I was looking at my calendar and wanted to invite you to join me for lunch on Thursday or Friday this week?  (This appointment is to get them out of the office and talking about themselves).

· 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!
