Commercial Training 6-2-15
Questions/Comments:

Updates:
We still have 2 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.
· Request – please continue to ask for testimonies (16 oz. bottle of Xp3 for each useable testimony). 
· If you have any technical questions about Xp3, please email me this evening or before tomorrow at noon (central time).  I will be speaking with Mauricio and Alan (his son) and can get them answered for you. 
Training/Discussion:
Two main challenges that business owners face are:
· Having a quality product that people need/want in the marketplace
· Getting people to know about the products or services
· Sales teams and sales funnels
Philosophy to succeed in business - “I’d spend my last dollar doing everything I could to make sure people know me.” – Grant Cardone - > http://witakesnation.com 
· “The 10X Rule” – Grant Cardone
· Mobile Marketing Tip:  Check out the FREE app Periscope (Meerkat) and follow Grant Cardone.  He is using the platform in a really amazing way.
We’ve got the 1st bullet (quality product that people want/need) covered – where we need to improve is having people know about it!  Our goal is to focus on getting people to know us!
Starting premise – Everything we do when interacting with customers is to help them prove the benefits of using Xp3 to themselves so we:
1. Serve our customers
2. Protect the brand of Xp3
3. Improve the reputation of “fuel additive” industry
4. Grow our businesses with repeat sales and long-term partnerships
Tonight’s Training will Include 2 parts and we’ll determine the time spent on each based on the feedback/preferences of those of you on the call:
1. Methods and questions about ways you’re currently marketing and sharing Xp3
2. Using an online social media network called LinkedIn


Current Methods:
· Cold calling
· Referrals
· Walking into businesses
· Trade shows
Current Questions:
· 

Questionnaire/Survey – ask questions and start a conversation
Combination – Starting offline and moving online OR starting online and moving offline

LinkedIn Training Tips:
Your “net worth” is a result of your network – it is so important that we focus on making connections in our business.   
· What is LinkedIn?
· http://whatis.techtarget.com/definition/LinkedIn 
· B2B – business to business selling – professional network
· Built on the theory (6 degrees of separation) – everyone and everything is six or few “introductions” away from being connected. 
· Social networking site for professionals to do business and establish networks/connections.  Meant to introduce people through “connections”, which is much better than a “cold call”.
· 107 Million USA members (More than 350 million users world-wide) as of 4/30/15
· Free to sign up and they also have a “Premium” version
·  The premium version also has a “free trial”.
· 3 Levels of Connections – https://help.linkedin.com/app/answers/detail/a_id/110/~/your-network-and-degrees-of-connection 
· There are “groups” you can also join in LinkedIn – common interests
· You can join up to 50 groups.
· Write posts and share content from other people’s posts
· Writing posts - http://www.forbes.com/sites/dailymuse/2015/04/16/3-ways-to-write-linkedin-posts-that-turn-into-career-opportunities/ 
· Sharing content - https://help.linkedin.com/app/answers/detail/a_id/3441/~/sharing-content-from-other-people%E2%80%99s-updates 
LinkedIn Training Resources
· PDF containing 42 LinkedIn tips http://www.insidesales.com/42-linkedin-inside-sales-tip  
· Free LinkedIn training resources - http://topdogsocialmedia.com/linkedin-training-resources/ 
· Great article on 8 LinkedIn Mistakes - http://www.forbes.com/sites/learnvest/2013/03/04/8-mistakes-you-should-never-make-on-linkedin/ 
· Great information about LinkedIn and statistics - http://expandedramblings.com/index.php/by-the-numbers-a-few-important-linkedin-stats/ 
· http://expandedramblings.com/index.php/by-the-numbers-a-few-important-linkedin-stats/ 
· Forbes article on LinkedIn groups - http://www.forbes.com/sites/jaysondemers/2014/10/29/the-definitive-guide-to-linkedin-groups-for-marketing/ 

[bookmark: _GoBack]Distributor LinkedIn Tips – 3 step process to make connections with targeted people in a business
· Identify your ideal clients
· Search on the internet to find a corporate executive on the company website (look at the mission statement – priorities like environmental impact)
· Find top executives – “C-Suite” – find that person on LinkedIn
· Lead with questions – “Would your company be open to looking at some fuel technologies to help (fill in whatever their “hot button” appears to be from their site?”
· Not bombarding or spamming Xp3 – it starts with a conversation
· Less is more approach – when starting your discussions with Xp3
· Risk mitigation and adding to the bottom line – how you package the offer based on the person you’re talking with

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

