Commercial Training 4-4-17
Updates:
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.
· The next 1 day workshop located at the Maple Grove corporate office will be Friday April 7th and another date Saturday April 15th, 2017 – New GDI Reps and Certified GDI reps need to register by visiting http://becomeproworkshop.com 

1. We invite all currently certified GDI reps to attend - there is a $25 fee for currently certified reps, which covers lunch, printed materials, and a new GDI thumb drive with current GDI documents.  
· Currently Certified Reps can purchase their $25 ticket by logging into your back office and clicking “Shop Now” > Then select your catalog > then select “Xp3” > and you’ll find Item #9700 available for purchase.

Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions or Experiences You’d Like to Review - 
· Referrals and Testimonials – 
2 Important Questions:
1. What are some topics that your customers ask about and that you would like more information about?
2. “If you had a “wish list” of the content and information provided on the GDI website or store, what would be included?”
· Mobile optimized website – 
· Product and pricing information to be clearer - 
Type them in the chat box, email me, or call me privately with your questions/requests


Fuel and Industry Related Info:
Short article talking about the SmartWay program (by the EPA) may be eliminated
http://www.truckinginfo.com/blog/passing-zone/story/2017/04/epa-aims-to-toss-away-smartway.aspx 
------------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
I was talking with a distributor about the upcoming GDI workshops and things they’d like to improve on.  The distributor mentioned that they do well opening doors, but would like help closing the sale. 
· There are some key things we do and say early in the sales process that help us close sales.
1. Asking quality questions in the right order
2. Quickly identifying a customer’s needs
3. Identifying decision makers and whether they are looking to solve problems
4. Identifying the customer’s Conditions of Satisfaction
5. Identifying the trial that gives the customer the best chance of proving the benefits of the product
Article listing 3 Objection Handling Mistakes that Cost Salespeople Deals
· https://blog.hubspot.com/sales/sales-objection-handling-mistakes#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Remember that in most cases a customer’s first objection is an “automatic” response  which is not usually their “final objection” – a.k.a. the one reason that is really stopping them from purchasing our product.
1. “I’m sure you have reasons for saying that, do you mind if I ask what they are?”
2. “I’m sure you have reasons for saying that, would you share what they are?
3. “So am I correct in understanding that if (insert there objection) was fixed or addressed to your satisfaction that you’d be ready to get started today?”
· This will help you to quickly identify their real or “final objection”.
· Check out the “Walking Into Trap Objections” – section 2 in this article
1. Be sure to read the example script in that section
Great article with some important reminders about the most important thing customers want-
·  https://blog.hubspot.com/sales/sales-things-over-results#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
1. People want results – not “things”
2. Results are what differentiate us and our products
3. Results get people to emotionally engage
4. Products/services (aka – things) are commodities and buyers try to negotiate to the price when buying them 

--------------------------------------------------------------------------------------------------------------------------------------
Marketing related resources:
This is a great infographic that lists all the picture sizes of the major social media providers so you know what sizes to create for your marketing:
· https://blog.hubspot.com/marketing/ultimate-guide-social-media-image-dimensions-infographic#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Article listing 15 different ways to generate leads for your business
· https://blog.hubspot.com/sales/lead-generation-alternatives-to-cold-calling#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Article with 17 different email subject lines and why they work well – 
· https://blog.hubspot.com/sales/email-subject-lines-sales-reps-swear-by#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
[bookmark: _GoBack]tom@partnerwithgdi.com 
------------------------------------------------------------------------------------------------------------------------------------------

Next week I plan to share a few more insights from the book S.P.I.N. Selling by Neil Rackham
[image: Image result for spin selling]
· Next week
-------------------------------------------------------------------------------------------------------------------------------------
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