Commercial Training 7-28-15
Updates:
We still have 3 comprehensive trials available for qualifying companies, but are working on 1 right now.
· 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). 
· Work on a “Performance Questionnaire for GDI” – would work very well for face-to-face and online
Training Information
Recent Meetings/Demos, Questions, or Success Stories:
· Recent Meetings/Demos:
· Preparation + skill + opportunity = SALES 
· Be proud you represent a great fuel additive
· Be prepared to ask questions and find out if the company is interested (aka Beth or Bob)
· Had a meeting with a large carrier last week 
· Doesn’t use a fuel additive because of 2 major concerns
· Can’t get additives consistently implemented by OTR drivers
· Fuel additive injector units
· Fear that OEM’s (Original Engine Manufacturers) will void warranties 
· Magnuson-Moss Act and $1 million insurance coverage
· Started with the belief that we have solutions that can help
· Agreed to review our proposal and share with “Fuel Committee”
· Questions:
· Success Stories:
· Terry and Lisa – Have a customer (trucker) using the product and looking for improvement. 


Building Your Business
· Your business depends on 2 areas of focus:
· Getting more companies to try Xp3
· Finding interested companies (a.k.a. – getting leads)
· Guiding them to make a decision to partner with us
· Partnering with them through a trial
· Meeting after the trial and proving the results
· Getting consistent repeat orders
· Setting up a schedule for repeat orders
· Having the belief (and proof) that your customers are better with Xp3
· Getting referrals and testimonies
· Pick at least 1 skill to improve in each of the 2 areas listed above.

Website Resources 
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2015/07/4-ways-hirschbach-saves-fuel.aspx  Great article talking about 4 ways this Illinois refrigerated hauler is able to range between 9.0 and 9.5 MPG in their fleet.
· http://www.atdynamics.com/trailertail/  and  http://www.atdynamics.com/trailer-skirts/ 
· Aroedynamic drag accounts for over 65% of fuel consumption by tractors driving at highway speeds
· Proven to deliver 5.54% fuel efficiency increase at 65 mph
· When used together, the TrailerTails and EcoSkirts can result in an increase of 8 to 12% in fuel savings.
· Suggestion:  While out driving, look for trucks with the TrailerTails or Skirts and write down the company names.  Then, check the “Company Registration” and see if they are already working with Xp3.  If not, you have a great company to contact because you know they are already proactively looking for ways to save money.
· Also, you can have friends or family that are willing to keep an eye out for company names and/or contacts to connect you with.













Being Prepared for a Connection and How to Ask for Referrals:
· Whether it is on social media or in person, start with the mindset of how you can connect other people and bring value to them.
· Remember:  Your net worth is directly connected to your network!
· Begin with the mindset that as a business owner, you’re planning to be a “connector” of people and a “networker”.
· 3 Step Formula for Sharing What You Do with Someone Who Could be a Referral Partner:
1. Who you are?
· Hello, my name is (your name).
2. What you do?
· We partner with companies that use gasoline or diesel in their businesses by helping them to increase profits and decrease maintenance costs and down time.
3. [bookmark: _GoBack]What connections are you looking for?
· I’m looking to connect with any company that uses fuel and might be interested in increasing their profits and decreasing maintenance costs and down time. 
Making connections with people in sales (like truck sales) – see how you can help each other!

General Questions:
· 

Training Resources:
· https://www.udemy.com/ultimate-secret-linkedin-strategies-for-networking-or-leads/ 
· Great resource for training course (like the one above) for only $15 through 7/29/15
· http://michaelbernoff.com/persuasion-week-1w 
· Get four videos on Persuasion and influence in selling a product/service
· http://grantcardonetv.com/video/livestreams/an-interview-with-a-billionaire/
· http://www.jillkonrath.com/sales-blog/use-this-ridiculous-sales-stat-for-nonstop-sales-growth
· http://www.techtimes.com/articles/14235/20140827/consumer-reports-calls-ram-1500-ecodiesel-fuel-effective-pickup.htm 
 





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

