Commercial Training 2-3-15
Questions/Comments:


Updates:
· Comprehensive Trials – We still have 5 good size companies that are being considered for the trial.  If you have any companies that qualify (at least 400 pieces of equipment and high monthly fuel consumption (at least 1200 to 1500 gallons of per month) – please work with them quickly if you’d like to have them considered for the trial. 
Training/Discussion: 
· GDI email address – several of you have asked about the possibility of corporate email addresses?  At this time, that is not available for 2 important reasons = privacy and management of the accounts.
· Privacy – if you have your own email address – your privacy is guaranteed
· Solution – get a URL/email address that is your own.
· Example – Purchase a domain through GoDaddy (about $12 per year) and set up domain forwarding and email service for that domain.  
· Domain forwarding – take your purchased domain and connect your GDI corporate replicated site to the domain.  
· For example, you could purchase a domain name like gdirep.com.
· Purchase and set up an email account connected to that domain name like jane@gdirep.com 
Opportunity and planting seeds right now!
· Pave the path for warm weather success and always be filling your sales funnel.  The relationships you build now are key to what you’ll accomplish in the future.
· Our typical sales cycle is between 3 to 6 months, so if you started the process today – you would have the potential to get repeat customers between May and August. 
· Take the opportunity to grow and start building that income today!
· Seeking AND being sought after?
· This works full or part-time!
· Whatever works best for you is what you should stick with – this is meant to open up some options for you and take what you find valuable.
· This is about leverage and allowing yourself an opportunity to continue to do the marketing methods you are successful with AND use time/money to expand your business.


Formula I found to evaluate the number of leads and customers you will need to meet your income goals. 
· You need a great “offer” and “targeted audience” for this formula to work.  
· How many people do you personally know?
· I agree there is huge income potential in networking with your referrals and it is a “highly targeted” marketing method BUT THERE ARE ADDITIONAL OPTIONS!
· There are approximately 320K trucking companies and about 96% of them own 6 or fewer trucks.  That means there are 300K operators available for you to talk with and easily over 1 million over-the-road trucks in the USA.  
· There are approximately 742,100 buses registered in the USA (50 states in 2009)
· http://www.statista.com/statistics/196342/total-number-of-registered-buses-in-the-united-states-by-state/ 
· USA population was approximately 322,583,006 as of July 1 2014.which is about 4.45% of the global population
Here’s the formula: 
You have to have a great “offer” and “targeted audience” for this formula to work.  
· The amount of income you want to make per month - $5000
· How much money will you earn per item (case of 16 oz bottles) = $150
· Divide $5000 by $150 = 33.3 (round up to 34 cases on average each month)
· The “10 and 3 Rule”
· 10% of people who see your “offer” will “opt-in” – if your marketing is targeted.
· 3% of the people who “optin” will become your customers – if your marketing is targeted.
· Take the number 34 and divide it by .03 = 1,113 leads per needed (not per month)
· Take 1,113 and divide it by .1 = 11,130 people need to see your offer
· You have an amazing opportunity because your customers will purchase repeatedly from you.
· 5 Facebook groups I looked up had a combined total of about 263K likes/members and 10% of that audience is about 26k and about 
Interesting note about price objections:
· If someone were to question you about price or use that as an objection, it’s actually them telling you that they are concerned about their budget and it is a golden opportunity for you.  
· THIS IS HUGE IF YOUR PRODUCT OR SERVICE SAVES THEM MONEY > Xp3 pays our clients to use the product, so this is an opportunity for us.
· We could say something like, 
· “Ms. Smith, what I hear you saying is that price is a concern and we can help because we have a 100% guaranteed way for our customers to prove it to themselves that they are actually getting paid to partner with us.  If I could show you a way to…would you give me the opportunity to earn your business?


Important question to ask in your sales discussions
· [bookmark: _GoBack]Percentage of biodiesel in your fuel?  - When talking with a potential client, make sure to ask this question.  
·  Remember – customers can experience some (or all) of the benefits of Xp3 up to B20.  To our knowledge, there is no additive currently that can effectively help biofuels above B20.
· http://theenergycollective.com/jared-anderson/450416/fuel-stability-problems-challenge-fame-biodiesel 




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

