Commercial Training 12-29-15
Updates:
· We still have 3 comprehensive trials available for qualifying companies
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
Questions, Comments, and Successes:
· Amara shared this point: Selling is about 3 things…
· Selling equals service -sell from honesty, integrity, compassion
· Leading people to what they want and through the sales process
· Moving people into action – making a decision that will benefit them
Tonight’s Training
Fuel and Industry Related News:
Interesting article talking about ways long haul truckers can increase fuel efficiency 
· http://www.inboundlogistics.com/cms/article/smarter-trucking-saves-fuel-over-the-long-haul/  
· Traveling 65 MPH instead of 75 MPH will increase fuel efficiency up to 27%
Article discussing the new oil standards for 2017- pretty technical
· http://news.trucker.com/news/oil-new-options-new-labels - be sure to click the pages at the bottom of the article to view the rest of the article if you are interested
· http://news.trucker.com/blog/what-difference-does-your-engine-oil-make 
Sales Tips and Training:
Starting Your Business Right in 2016
Did you reach your goals for 2015?
· If so, congrats!  What can you do improve and help yourself and to increase our contribution to Fuel Hope?
· What is one important things you learned in 2015 that will help you in 2016?
· If not, what has to change to make sure your reach your goals in 2016?
· What is 1 thing you have to change or improve that will have the biggest impact on you reaching your goals in 2016?
· For most people it is fear, “lack of time”, or both
· Create more time with tools and leverage
· Make the most out of the time you have to work
· Set your schedule, business cards, binders, kit, website
· Will you make a commitment to do whatever it takes to improving in that area?
Every day is an opportunity to move forward! 


What will it take to reach your goals?  Let’s work this backwards
1. How much income are you going to earn in 2016 with your GDI business?
· Get specific about the income!
2. How many repeat customers will it take to reach that number?
· How many trucks, boats, buses, or pieces of equipment will it take?
3. How many trials will it take to get to that number (conservatively 8 of 10 trials succeed)?
· How many calls or walks ins will you have to do?
· How many demonstrations will you have to give?
· [bookmark: _GoBack]Whatever numbers you come up with for questions 2 and 3 – multiply that number by 10!  Would you rather come up short on your initial number or your 10X number?
Getting Started:
· Identify any current customers who aren’t ordering consistently, so you can you contact and set up their order schedule OR answer their questions so they can set an order schedule?
· If they don’t know the value of the product, they won’t see urgency in ordering.  Remind them of their successful results.  
· If you don’t know their results, ask questions and help them prove the results to themselves.
· Come up with a list of at least 5 potential customers you are going to contact this week (or next week at the latest).
· 5 is a minimum – remember this is about massive action!
· Identify a list of any previous potential clients (leads) that you haven’t followed up with OR that it wasn’t a good time for them the last time you spoke and follow up!
· Think about how we can help people now and in the future
· Winter = great opportunity to assist with anti-gel
· Preparing for spring and summer - this is the time where we lay the foundation (calls, meetings, demonstrations) for many successful trials as we get into spring and summer.








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! 
