Commercial Training 8-9-16
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.
· We are hosting a GDI 1 day workshop this Saturday (August 13th) from 9am to 4pm at the GDI corporate office in Maple Grove, MN.  All certified GDI reps are invited and are able to attend the workshop at no-cost.  
· Great opportunity to connect and learn with other GDI reps.
· If you’re interested in becoming a GDI trainer and hosting 1 day workshops in your area, please get in touch with me and I’ll send the trainer application.
Here is a list of some of the things we’ll be covering/doing in this hands-on workshop:
     1)  Do an Xp3 demonstration
2)  Practice mock calls and appointments
3)  Participate in Q & A discussions
4)  Learn how to handle objections
5)  Learn more about ways to get more GDI leads
6)  Discover how to increase sales and have repeat customers

Questions, Comments, and Successes:
· 

Fuel and Industry Related Info:
Great article listing the “Top 10 Reasons Boats Break Down”
· http://www.boatingmag.com/top-10-reasons-boats-break-down-0#page-3
· Check out #1 (Prevention section)
· “It’s possible to buy a bad load of fuel, but more likely that the fuel went bad while in your boat.  Leaving the tank near empty for long periods of time can cause condensation and water in the gas.”
· Of course we know Xp3 can help stabilize the fuel and address the water problem (depending on severity).
Another article talking about ethanol and phase separation
· http://blog.boattrader.com/2015/03/three-big-boat-problems.html 
· Check out the paragraph under the picture in the “Leaving You Stranded” section
· “But the biggest enemy of any engine aboard today is ethanol, which can absorb vast quantities of water in your fuel tank, separate, and then create all sorts of havoc with your engine and fuel system. Make sure you add an appropriate marine fuel stabilizer every time you fill up.”
Article talking about diesel fuel degradation and signs of the problem for people with generators
· http://www.criticalpower.com/signs-that-you-have-a-fuel-problem-with-your-diesel-generator/ 
Review the PDF of the 2 oil filters
· Notice how much cleaner the filter on the right (with more miles) compared to the one on left

Sales Training:
I came across an article at Forbes.com - http://www.forbes.com/sites/danschawbel/2011/10/21/how-to-close-a-b2b-deal/#496f45b1a500
· At the bottom of the article, Dan Schawbel answered an important question
· Question: What is the best way to accelerate the sale cycle?
·  Answer: “Incremental improvements at each stage.”  
· If we focus on incremental, but consistent improvements = more results with the same work.
· Lead generation
· Lead qualification
· Asking better questions
· Demonstrations/Presentations
· Follow up
· [bookmark: _GoBack]Closing
· Repeat sales
· Referrals/Testimonials
Testing material and case studies

I was listening to an audio book from Grant Cardone called the “Closer’s Survival Guide” and I heard a great question to ask when a potential client keeps raising objections
· “Ms. Smith – when we first started talking about ways to help your company, you were looking for ways to keep your equipment running better and longer.  I’m happy to answer any questions you have and I was just curious – are you looking for reasons to partner with us or looking for reasons not to?
· 12 Commandments for Closing a Sale - https://www.entrepreneur.com/article/222558 
