Commercial Training 6-9-15
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). 
Training/Discussion:
Important Tip for Used Oil Analysis:
Whenever possible - ask the company to set aside enough new oil for the oil changes AND any replacement oil needed for the trial.  Our goal is to minimize and/or eliminate as many variables as possible for the used oil analysis.
· An engine oil manufacturer can adjust the “oil additive package” for different times of the year and still label it the identical weight of oil, which could lead to variations in some of the components of the used oil analysis.
Handling the objection to using Blackstone Lab instead of their “standard company”:
· Option 1 - Tell them something like, “It’s great that you are being so thorough in protecting your equipment by doing used oil analysis.  One of the benefits of our trial is that we’re paying for the next 2 oil analysis kits (per Trial vehicle to be included in the trial), which will help you save additional money.” 
· Option 2 – Tell them something like, “We certainly want you to continue using your analysis if you prefer.  As part of guaranteed trial, our company requires us to use Blackstone Labs for the testing because of the enhanced level of analysis that is part of their trial. 
· For example, they compare your results to:
· “National averages” for your vehicle/equipment
· Previous analysis results from your vehicle/equipment
· And they also have a technician review each analysis after the computer analyzes it and they give recommendations based on the report.
· Continuation of Option 2 – After stating the information above remind them that we’re paying for them because of our guarantee. 




Selecting the number of trial vehicles = Protecting the customer, the trial, and your profits!
When it comes to discussing the number of pieces of equipment to be tested in the trial, there most important things you will want to assess are: 
· The total number of pieces of equipment the company owns
· The level of trial that would best meet their needs and give them the best chance of proving the benefits of Xp3.
First - Are you comfortable and confident in the value you’re providing to recommend 10 “Trial Vehicles” and to get a check or payment of $5700?
     If not, here is a simple formula that will help.
1. Gallons consumed each month per trial vehicle    ___________1,100______________
2. Number of “Trial Vehicles”                                         ____________10_______________
3. Total gallons used per month by trial vehicles        __________11,000_____________
4. Total months of trial (5700/answer in #1)               ____________5.18_____________
5. Cost of fuel per gallon                                                  ___________3.00______________
6. Total spent on fuel during trial regardless of Xp3   _________$170,940____________
(question 3 X question 4 X question 5)
7. [bookmark: _GoBack]Total cost of the trial packs needed for the trial     ___________$5,700_____________
8. Percentage of the cost of Xp3 compared to fuel     ___________3.33%______________
(question 7/question 6)
Price Objections - If you encounter a price objection, it is imperative that you are confident in the value of Xp3, in your skills, and using this formula will help you to gain (and keep) the customer AND will help you make more profit for the same amount of work.
· First step to deal with the price objection = ask another clarifying question like, “Ms. Smith, when we started our discussion you said that you would like a way to extend the life of your fleet and that saving money on fuel was also something that is important to you.  Is that correct?”
· When she says yes, you can ask, “Is what I’ve shared with you so far been enough for you to feel confident that our product and process will help you do those things?”
· If “No”- process, belief, or both
· When she says yes, you can say, “So Ms. Smith, since we guarantee that you will save more than you spend on the trial – isn’t it fair to say that it’s only costing you not to partner with us?”
                                                                               OR
· “Ms. Smith, do you agree that the numbers we just went through together make sense and are realistic?”  
· When she says “Yes”, then you can say, “So Ms. Smith since we guarantee that you will save more than you spend on the trial – isn’t it fair to say that it only “costs” you not to partner with us?”
  

Get the book “The 10X Rule” by Grant Cardone
· “If people have a lot of time, they either don’t have a lot of money or they aren’t the real decision maker!”
· We’ve got to bring speed into the “sales process” – ask questions   
“Wish List” proposal:
GDI Distributor: “Mr. Jones, is it fair to say that when we first spoke, you said that you’re company is looking for ways to (insert their interest in Xp3)?”
Mr. Jones – “Yes”


Team work – 3rd party





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

