Commercial Training 6-21-16
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.
· For those of you who are interested, please complete the GDI trainer app (see training site).

Questions, Comments, and Successes:
· T

Fuel and Industry Related Info:
· This is a short article I found on 8 ways to improve MPG through better maintenance
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/8-steps-to-better-mpg-through-maintenance.aspx 
· [bookmark: _GoBack]Tracking and data – electronic control module (ECM) or driver data
· Change your oil – oil viscosity impacts fuel economy by as much as 1%
· http://www.truckinginfo.com/article/story/2009/09/research-shows-oil-viscosity-affects-fuel-economy.aspx 
· Check air intakes at regular PM (preventative maintenance)
· Clean DPF’s regularly – can improve fuel economy by 2 to 3%
· Interesting article talking about breaking the 10 MPG barrier – http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/breaking-the-10-mpg-barrier.aspx 
Sales Training:
· 5 ways to handle the “I need to think about it” objection + bonus close when you’re packing up and ready to leave.
· Smile, be positive, and be confident in the “yes” than they are in the “no”.  
· Option 1 – “Sir/Ma’am, I understand that. You see thought is instantaneous (snap your fingers). For example, think about an elephant. Did you see it in your mind? What about the Statue of Liberty – did you see the statue in your mind?  What we need to do now is make a decision because I can’t help you solve (insert problem they want to fix with Xp3).  That’s why I’m asking for a “yes” or “no” - I’m fine with either one – I just need to know either way because we can start solving the problem today.” 
· Option 2 – “I understand you want to think about it – however; thinking about it will not change the fact that it will save you money and your company needs this solution.  You’re going to deal with these problems one way or another, so let’s get this done so you can think about the other things that need your attention.”
· Option 3 – “Great idea – do you think 2 to 3 days would be long enough or would you prefer 2 to 3 weeks?  The truth is whether you take 2 days, 2 weeks, or 2 months you going to be left with 3 questions.  Can I share them with you?
· “Is this a product you want?”
· “Can you afford to buy this product?”
· “Am I the person you want to do business with?”
· Option 4 – “Great – most people want to think about it before they make a decision.  Let me ask you a question.  On a scale of 1 to 10 with 10 being “You’re 100% certain and ready to get started” and 1 being “You aren’t ready to get started today no matter what” where would you be at this time?  Wait for the answer!  Then say, “Great – what would it take for you to be at a 10?”
· Option 5 – “I understand and you know what – when I’m in a situation like that I have said the same thing at which time one of three things was going through my mind:
· “I don’t want to confront the person”
· “I don’t want to disappoint the person”
· “There is a question that I still didn’t have the answer to”
Which one is it for you?”
· Bonus – “I really need to apologize that I wasn’t able to help you see the value of partnering with us immediately.  Can I ask you – was it something I did or was it something I failed to do?”  If they say “no” to both questions – then circle back to one of the solutions above like… “This product will save you money and your company needs this solution…” OR the 3 questions.
· http://www.grantcardone.com/product/the-closers-survival-guide-mp3/  

Discussion with a GDI rep about comparing Xp3 to other additives – what do you really need to know to compare to other products?
· 
Review the “Fast Start Guide” for selling Xp3











