Commercial Training 5-17-16
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.
We are no longer selling the 4 oz. bottle packs, so please make sure that you note that change and talk with your customers about transitioning to the 16 oz. bottles or the 5 oz. bottles.  
GDI BBQ – June 3rd starting at 4pm (updates on GDI training enhancements and “round table” discussions).
Questions, Comments, and Successes:
· T

Fuel and Industry Related News:
· Fuel prices hit highest levels of 2016 and highest since December of 2015 with average prices hitting $2.29
· http://www.truckinginfo.com/news/story/2016/05/another-increase-for-diesel-prices-oil-nears-50-per-barrel.aspx 
· As fuel and operating expenses continue to rise, Xp3 can increase their bottom line by providing multiple layers of savings!
· Interesting article on the impact on fuel efficiency of balancing tires = 3% increase in fuel economy + 25% longer tire life.
· http://www.truckinginfo.com/channel/aftermarket/news/story/2016/05/can-tire-balancing-save-fuel.aspx  
Sales Training
What ways are you using XpLab’s website or GDI’s website in your business?
· XpLab- for perspective customers (site in general), global partners page, credibility and testing
· GDI – sales and GDI info
· Both – Communicate relationship between XpLab, GDI, and the distributors
7 or 8 out of 10 appreciate the value of the info on XpLab’s site and 5 to 6 want to prove it to themselves in some way

What was your best experience in the last 30 days regarding Xp3?
· Perseverance – 2 years calling on a client (over time) to get a meeting set up
· There are a variety internal and external products to benefit a company 

What was your most challenging experience in the last 30 days regarding Xp3?


3 great ways to handle the following common objections:  http://blog.close.io/3-objections-any-inside-sales-team-needs-to-learn-how-to-overcome 
1. “Can you email me some more information?”
When you are first calling on a potential client and the person asks you to email them some more information, what are some ways you respond?


· Tell them “Yes”.  Get their email address and then ask something like “Do be sure that I send you the most relevant information so would you be most interested in increasing your profits or decreasing your maintenance costs and down time?”
· Cold calling times – Leave a voicemail between 6:45 am to 8 am and 4:30 pm to 6:30 pm local time.

2. “I don’t have time to talk right now.”
What are some common ways you could respond to that?


“No problem, when’s the best time for me to reach you for a three minute conversation to make sure if we’re a good fit to partner together and help your company.”
3. Things are really busy right now, let’s talk next month
We certainly understand that things might be happening that prevent a trial with Xp3 (like they are already testing another product or technology), but we don’t want to waste their time or ours if they aren’t seriously interested in.
What are some ways to handle this objection?


· If you haven’t already established if they are “Beth or Bob”. Refer back to #2 above.



Talking about price with a potential client: A great article about never talking price before understanding and explaining the value - http://blog.close.io/never-talk-pricing-before-value 
· “Never, ever give away price without understanding your prospect.
Never, ever give away your price before establishing value in a sales conversation.  
If you talk about price before you know what value you create, you're talking cost, commodity, you're losing control.
When you talk price once you truly understand the prospect and customer, price is now an investment, it's branding, it's positioning. See how it turns from something negative and out of your control to something positive and empowering, something that strengthens your negotiations in the sales process.”
· Wrong question (especially early in the sales process): How much does this cost?
Right question: How much will the ROI be on my investment?
· 
· http://leads365.com/top-b2b-sales-tips-for-2015/   
· 






Important tools to remember - http://conversionxl.com/cro-essentials-e-book/ and http://conversionxl.com/9-things-to-know-about-influencing-purchasing-decisions/ 



