Commercial Training 6-23-15
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). 
· Tom helping in the sale process - 
Training/Discussion:
If someone had a piece of clothing that was on fire, how long do you think you’d had have to talk with them about all the “features and benefits” of the fire hose before they wanted your help?
· How important is making money to a business owner?
· Scale from 1 to 10?

Simplifying the Xp3 Sales Process:
The difference between struggle and success is simple – raise your belief and improve your skills!
6 Questions That Will Transform Your Business If You Take Action On Them:
1. If you could design your ideal situation, how many potential clients would you like to talk with each week?
2. How many potential clients do you currently talk to each week?
· What made you choose that number?
· If your answer to Question 1 was different than your answer to Question 2, what can you do that will make it inevitable to get closer to the answer in Question 1?
3. Of those potential clients, how many of them would you like to schedule an actual meeting with?
4. Of those meetings, how many would you like to convert to “trial customers”?
· In your ideal situation, how long do you think it will take to have them make a decision?
5. Of those “trial customers” how many would you like to end up being your customers?
6. How many referrals would you like to average per client?





Improving the sales process and cycle?
· Confident in the value we offer with Xp3 and in yourself/your skills?
· Confident in knowing what to say (and do) when you get in front of a potential client?
· Knowing about the company you’re talking to?
· Confident in finding potential clients or get your information in front of them, so they find you?
· Confident in answering the following questions?
· Questions about XpLab, GDI, or Xp3?
· Questions about fuel and fuel related problems?
· Questions about the trial and the guarantee?
· Oil analysis?
· Questions about the safety of using Xp3 (warranties and engine components like EGR valves and the SCR systems)?
· Questions about competitors?
· Questions (a.k.a. objections) like price, process, too busy, think about it, decision makers, etc.?
· Confident in managing the order and trial process?
· Confident in what to do after the trial and getting repeat orders, testimonies, and referrals?




Xp3 Competitors
· Howes Fuel Enhancer - http://www.howeslube.com/guarantee.php   Also, check out the MSDS sheet and Guarantee (right side of the page).   5% increase in MPG after 3 bottles or your money back and “pay for your tow guarantee” for anti-gel product.
· Lucas Oil Fuel Treatments - http://lucasoil.com/products/fuel-treatments/lucas-fuel-treatment  - no guarantee
· STP Fuel Additives - http://www.stp.com/products/fuel-additives/diesel-fuel-injector-treatment/ - no guarantee
· Xtreme Fuel Treatment - http://joinsyntek.com/   - http://joinsyntek.southbeachgeek.com/wp-content/uploads/2015/02/Money-Back-Guarantee.pdf 
· Stanadyne - http://stanadyneadditives.com/performance-formula/ 
· Amsoil – claims testing proves up to 5% better fuel economy - https://www.amsoil.com/lit/databulletins/g2236.pdf 
· Power Service - http://powerservice.com/psp_product/diesel-fuel-supplement-cetane-boost/ 


[bookmark: _GoBack]Sales Training Resources - 
1. Great article about how to properly use a demonstration - http://kexino.com/marketing/your-demos-are-losing-you-sales/    “The demo is there to back up your claims that your solution will solve the problems that you’ve said it will solve!”  
· Your first “job” is to find out the needs/wants of the potential client, make a big claim (that we can back up), and then explain how we will back it up.   
· Many people mistakenly lead with let me show you before we “know you” mentality!

2. 3:12 – Tip for selling success - http://www.sellingpower.com/content/video/?mid=50/selling-as-acting 
3. 3 components of telling a good story – Reluctant Hero, Journey, Return to home – full circle of story telling 
· http://www.sellingpower.com/content/video/?mid=830&pageNum=1&catid=1 
· Customers like to be in the picture – ask quality questions, listen for answers, talk about other customers and experiences
4. http://www.salesbuzz.com/are-you-making-too-many-sales-calls/  great sales resource for calling and how to get “multiple touches” in your sales process.
5. https://www.youtube.com/watch?v=REYVezTvyTk  Stop listening with your motor running
6. 3 great tips for business - https://www.youtube.com/watch?v=e-BupPyqwt4 
7. Success loves discipline - https://www.youtube.com/watch?v=DnKJDlaPI2c 




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

