Commercial Training 9-15-15
Updates:
· Tomorrow (September 16th), Mauricio and Alan will be doing a live training at the GDI office in Minnesota.  We will be getting updates, notes, and hopefully a recording to the GDI team.
· We still have 3 comprehensive trials available for qualifying companies – we still have several distributors (including myself) working on trying to close these trials.
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
Tonight’s Training
Questions, comments, success stories?


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.

Most Important Business Challenge:
(Providing you already have a great product/service to offer people AND that you have the sales skills to close when someone expresses interest):
· Getting your product/service in front of large numbers of targeted leads is the single most important factor in the growth and success of your business!
· The speed at which you do this COMBINED with your selling skills and posture will determine the speed at which you get the results you want in your business
· If people don’t know you or your product/service – they can’t buy from you!
Making the Most Out of Each Opportunity:
· When it comes to selling, every skill can be learned and practiced until you have mastered that skill.  The question is do you want it?
· 1 Trial Vehicle in a company with over 50 trucks – would you sell one trial pack or walk away?
· We create our own problems – They don’t know the guarantee and our new process will allow you to customize it, so if we start with 3 of course they will want to work their way down. 
· The words we choose make a difference in our results, but the posture we start with has a much greater impact on our results. 
· In a 50 truck fleet, we want between 5 to 10 trucks as Trial Vehicles
· We only need 5 non-trial vehicles
· “Our trial requires a minimum of 5 Trial Vehicles to evaluate the product effectively and most companies usually test 10 trial vehicles – How many vehicles will we be treating in this trial?”
· Starting with a minimum of 5 increases the average trial commission over $350 and results in a commission of at least $750, but more importantly – you’ve kept the posture of the trial and have given the company the best chance for success.
· Higher percentage of successful trials and repeat orders.
· All prices are made up – so is the buyer’s objection to price?  I agree that it’s a lot of money, which is why we need to get this started.  Let’s get your trial packs ordered right now – will you be paying by credit card or check?  
· If they say check, say perfect – we can process that check over the phone when we call the corporate office. 
· If they need more “logic” - Start Big - 1200 gallons per vehicle per month @ $2.50/gal = $3000 per month
· $3000 X’s 50 = $150,000 per month on fuel
· $150,000 * 3 months = $450,000 on fuel 
· 5 trial kits = $2,850 = 0.006% of the fleet’s 3 month fuel bill – It’s not really a price objection – it’s a perceived value objection.
· Let’s say the person comes back with that’s not the percentage for the individual vehicles though or it’s still a lot of money.
· (Align with the person) I can appreciate that and remember the guarantee is still the same – By the end of the trial, if you haven’t saved at least $570 during the trial, we will refund any difference, so the question is how much will they save during and after the trial once you start using Xp3 in your entire fleet?  
· FEAR and our own limiting beliefs are crushing opportunities.
· Lead with posture – “I have to run this by my team” or “I have to share this with my mechanics”
· That’s great – I can certainly appreciate wanting to have your team on board with important decisions.  When is the next time you plan to meet with your team, so you and I can share this information with them?
· “I can’t do that – we meet privately” or any variation like that
· “I completely understand – I’m just curious what happens if the mechanic says no?  
· Knowing John (the person who is not there but being used an objection) – what do you think John would say?
· “Our mechanics don’t believe in additives” 
· “I can respect how they feel.  I talk with a lot of companies like Knudsen Trucking in Hager City, Wisconsin, who felt the same thing, but thankfully they decided to do the trial because the potential return was so great. Because of that choice, some of their equipment went from 5.8 MPG to 6.6 MPG, which is a 13.7% increase. 
· “I can appreciate that – can we play devil’s advocate for a moment?  Let’s say for a moment that in this situation a person’s belief is costing the company (insert low dollar amount relative to the company size).  On the other side, if the person is right and for some unexplained reason you didn’t see a significant result - the company is guaranteed to break even.  So would you agree that in this situation it’s worth the peace of mind to prove it to yourself?
· I know it’s more than you wanted to spend, we’re not solving world problems, but we are helping to solve a money leak in your business?
· Getting the right decision makers to drive the process – setting expectations – 
· Typically – this is the process my clients
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· The average sales person has never read one sales book
· The average sales person has 2 or 3 standard closes


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

