Commercial Training 12-1-15
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.
· PDF of the new 2 sided Xp3 brochure is available in the back office (GDI Tab > GDI Documents)
· At the end of the call, Randy asked me to share another special gift with everyone who attends this evening, so please remind me about that before we wrap up the call.

Tonight’s Training
Celebrating Victories and Answering Questions:
· 
Fuel and Industry Related News:
Great article talking about some of the fuel and maintenance expenses/issue associated with winter for trucking fleets.
http://fleetowner.com/fleet-management/winterization-tips-trucking-fleets 
· Drivers starting in southern states with northern (or cold climate) destinations need to be prepared to prevent winter related problems for their equipment.
· “Rain, snow and slush all increase tire rolling resistance as well, with cold water significantly cooling tires plus transmission and rear axle lubricants. This results in a 0.2 to 0.3 MPG [miles per gallon] loss as cited by the Society of Automotive Engineers (SAE) data."
· “Headwinds/crosswinds impact MPG as well, with every 10 mph worth of wind equating to a 13% drop in MPG.”
· “Kerosene has been known to be used to break up those ‘waxed’ diesel molecules, but Kerosene is very expensive, which is why other additives have also been introduced.”



Sales Tips and Training:
Sales rule that most people break that costs untold amounts of money – Always agree with the customer!
· Agree by using phrases like “I can appreciate…” or “I understand why…” or “That’s great...”
· Don’t use the words – “No”, “Never”, “Can’t”, “Won’t”, etc.
· Example:  Potential partner (customer) says they are interested, but can’t trust their drivers to put the product in consistently.
· Option 1:  I completely understand that point.  So if we had a magic lamp and we could guarantee that your driver’s put the product in every tank after the trial, you would move forward with the trial?
· Agreed and asked a question to find out if we really have a “buyer”?
· Option 2:  We appreciate your interest in doing business with us and understand your concern about consistent implementation.  If we had a magic lamp and we could guarantee that your driver’s put the product in every tank after the trial, you would move forward in a trial?
Are you prepared to answer the common objections or questions we face?
· What does it cost?  (They are interested in buying)
· That’s a great question and it’s only $20 a gallon to treat.  I’m just kidding – it’s not even close to that, but if it did cost $20 a gallon to treat and you actually saved $22 when using the product - would you partner with us?
· Trial close question that eliminated price objection
· It costs too much
· I can appreciate why you might feel that way and I apologize for not clearly explaining this important point.  If you were to pay $2,000 (you pick a number) to do this trial and proved that you saved $2200 during your trial, would you agree that you were actually paid by using our product?  That’s why the most important question I help our clients to answer is how much will they get paid when you using Xp3.
· Fuel additives don’t work…
· I can understand why you’d feel that way and many of our partners have felt the same thing, but have also found that our trial process proved the benefits of using Xp3 to them and they know the products delivers for them.
· Additives will void my warranty –
· I appreciate the importance of keeping your warranty and I have 2 important things to share with you.  
· First and for your additional assurance, we will add you as additionally insured to our $1 million dollar insurance policy at no-cost.  As a side note, Xp3 has a proven track record of protecting engines worldwide since 1989 without a single claim.  
· Second, have you ever heard of the Magnusson-Moss Act?  It is a law that was passed to protect consumers and ensure they have the ability to purchase 3rd part products.  Here is a copy of the law, which states (show the form or read (tell them you will email them a copy) of the law.
· Once you make your initial purchase, I will get that insurance paperwork prepared and send you proof prior to you actually using the product.  As part of our trial, we guarantee up to 10 vehicles and most companies begin with 5 to 10 trial vehicles, how many trial vehicles would like to begin with?
· If they give another objection, simply agree, answer, and ask “What other questions can I get answered to help you feel 100% confident in moving forward in this partnership?”  
Do you role-play the sales process and handling objections?  
· [bookmark: _GoBack]We can practice these scenarios together
· You can role play with a team member, family, or friend
· Record your calls using your cell phone or recording device so you can listen to them, improve, and get feedback with me.
  




Bonus from Randy:
Randy wanted to thank each of you on the GDI team who attends the weekly calls, so as a special thank you – he has authorized each of you on the call this evening to receive 20 free Xp3W-Xtreme brochure inserts added to your next order.




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! 

