Commercial Training 9-8-15
Updates:
· On Wednesday (September 16th), Mauricio and Alan will be doing a live training at the GDI office in Minnesota.  If you are still interested in attending the event, please click on the Eventbrite link (email we received from corporate) or call the office.
· 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.
Training Information
Questions, comments, success stories?


These calls are meant to serve every GDI distributor in 2 main areas:
1. Information/Training on Xp3, fuel, engines, etc.
2. Sales training to help you succeed when you meet with potential clients and business partners.
If you need (or would like) specific training on a specific topic, please let me know your suggestions by Friday of each week via text, call, or email.
Also, please feel welcome to send in emails/texts with your suggestions as often as you like because I will make a list and address those topics for you. 

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.

Your Vision and What’s Possible:
· Are your business goals set high enough so they scare you?
· Do you want or need to reach your goals as badly as the air you breathe?
· Do you feel you’re using all your skills, time, energy to the best of your ability?
· Are you using leverage to the best of your ability in your business?
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?
· [bookmark: _GoBack]1 Trial Vehicle in a company with over 50 trucks – would you sell one trial pack or walk away?
· 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 
· 3 trial kits = $1710 = 0.38% 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.






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

