Commercial Training 4-3-18
Updates:
[bookmark: _Hlk480306272]There are 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.
· We are working on an updated GDI compensation plan to help grow your GDI team
· The new GDI website moved much closer to being launched with some updates being done.  Stay tuned for info on that in the coming weeks.
· We will have our next full day, in-person GDI workshop on Sat. May 19th
· Register at http://becomeproworkshop.com 
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Sales Questions or Experiences You’d Like to Review – 
Fuel and Industry Related:
Article listing the Top 5 benefits of using premium diesel fuel 
· http://www.fleetowner.com/fuel/top-5-benefits-using-premium-diesel 
· Perfect for the people who say “Additives don’t work”
· Clarify what they mean?
· “I completely understand what you mean.  So are you using crude oil as your fuel?”
· They’ll say “No” and you can say something like:
· “Oh, the reason I asked is because as you know, every single diesel fuel you purchase contains additives, so when you said additives don’t work – it sounds like you didn’t mean all additives don’t work but that some some 3rd party products have not worked?”
· “Additives are the feature that separates premium fuel from standard-grade diesel, extending the life of both the fuel and the engine.”
· Keep your engine clean
· Prevent injector deposits
· Keep unwanted moisture out
· Quicker start-ups (higher cetane)
· Reduce friction
· Today the price difference between premium diesel and regular diesel was 30 cents/gal. at my local gas station
· Using Xp3 upgrades regular fuel at a much lower cost per gallon and our clients experience more benefits (price and mechanical)
· If a client implements the cetane booster, they can experience all the benefits listed above
Supplemental articles
New Volvo loader features up to 20% greater fuel economy
· https://www.equipmentworld.com/volvo-debuts-updated-l90h-loader-with-up-to-20-greater-fuel-efficiency/ 

Sales Training:
Article listing 8 different ways to respond to the “I want to think it over” objection:
· https://blog.hubspot.com/sales/respond-to-the-objection-i-want-to-think-it-over

· The best way to handle this response is to ask them up front, 
· On a scale of 1 to 10 - 
· “If what I share with you today makes sense and you feel it is legitimate chance to address (insert the problems they want to solve), then how quickly do feel you would implement the solution?”
· Grant Cardone approach: 
· [bookmark: _Hlk510528708]“I can appreciate that. Take all the time you need.  Do you think you’d want a few days or weeks?”
· Let them respond and then say something like:
· “No problem.  Before we wrap up today, could I share something with you?  Most of the time when customers want to think it over, they are really looking to answer 1 of 3 questions:
· Do I want to do business with (insert your name)?
· Ask them to be honest and get their answer
· Do I want to do business with GDI?
· Ask them to be honest and get their answer
· Is it worth it and if so, where can I find the money?
· If they say that’s not a question, ask them what questions would have to be answered for them to feel confident in moving forward?

Tom’s response and 3-questions:
Disclaimers:  This will NOT work if you don’t identify the issues they are facing, how big of a priority fixing them is, and how quickly they would start implementing a solution IF they found one that makes sense in the initial sales conversations.
Also, we have to be clear that we want to partner with them long term and that we are not interested in earning their business for 1 sale.  We are dedicated to helping their company with every tank of fuel they use.  This is about integrity and posture! 
· “I can appreciate that. Take all the time you need.  Do you think you’d need a few days or weeks?”
· Let them respond and then say something like:
· “Before we wrap up our conversation, you mentioned earlier that you would want to implement a solution immediately IF it made sense to you.  My goal is to help you address (insert the problems they identified) as quickly as possible because the sooner we get started – the sooner you get the benefits so could I share 3 quick things with you?
· “Sure” – “Great, all I’m asking is that you respond honestly to the next 3 questions.”
1. “Is it fair to say that you have many things to think about – even without adding Xp3 to the list?”
2. “Is it also fair to say that you didn’t wake up thinking about Xp3 this morning and you probably won’t go to be thinking about it tonight either?”
3. [bookmark: _GoBack]“Fixing problems and helping our customers is all about speed because life and business gets in the way and things get put off until later.  So what question(s) can we answer OR get answered for you quickly, that will help you to decide because I care about helping you get results quickly and respect your time and mine.”
Potential issues could include:
a. Price vs. ROI
b. Implementation/logistic issues – short term and long term
c. Trial steps
d. Warranty concerns
Marketing Resources:
Good article on FB cover photos – 
· https://blog.hubspot.com/marketing/facebook-cover-photo-size-best-practices 
