Commercial Training 3-17-15
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.
Training/Discussion: 
· Positive news about approval to use Mayer Lumber Trial Summary Chart – I will send the PDF in the email.
· This is an important trial because it showed a smaller company with a 4.7% increase MPG showed a net positive gain of $28 on $368 = 7.60% Net ROI.
· These numbers are believable and help show a range of savings, which are possible.  
· Thanks to a suggestion from Dr. Rick – Mike and Randy have agreed to allow me to create a list for the “Commercially Registered” companies, which I will update weekly.   That will be password protected and on our website.  
· Remember, this is a “no call” list with zero tolerance for anyone calling this list or trying to undercut another distributor.  
· Do NOT use Internet Explorer when trying to log into a password protected page – it is NOT working for IE.  Chrome, Firefox, and Safari are all working perfectly.
· For those of you that have registered a company using the company registration process at http://proteamsearch.com – please make sure to send me an email update on the progress with the company by 3-27-15 to make sure the company remains on the “Do not call list”.   Please indicate whether the company is a customer, is in a trial, or in discussions about starting a trial.  
· Please note – Once a company meets the qualifications and is registered, it will remain on the “Do Not Call List” for 90 days.  After 90 days, it will be removed from the list unless the distributor emails me at tom@peakadvantageconsulting.com to update me on the company status (customer, in a trial, or in discussion). 
· Remember, it is possible to request an extension if the trial is going longer or there are some special circumstances in the “negotiations”.  





The purpose of these calls are to do 2 things:
· Educate/inform
· Inspire

Inspire: 4 Important Questions To Ask Yourself:
· Do you believe that GDI and Xp3 are a vehicle that will bring you financial security or financial freedom?
· Full-time or Part-Time?
· Desired income this year – 2.5 months into 2015?
· How will your life change when you reach this result?

Formula to reach your goals?
· Learn the Skills + Consistent Action in Applying Them = RESULT 

What are we actually selling to our customer?
· Some people think we are selling Xp3.
· Some people would say we are selling help for the environment.
· Some people would say we are selling “us” and the partnership.
· Some people would say we are selling increased profits (fuel and maintenance savings)
· Some people would say we are selling decreased down time and mechanical problems.
I agree with all of them and the most important thing we are selling is “The result of the result”
· I suggest using the phrase “What that really means for you is…”
· We are guaranteeing that we will help you to increased engine performance by improving lubricity, which means you’re equipment will run better and longer.  What that really means for you is that you will have the ability to invest those savings into (fill in the blank).












· What I’m about to share will ONLY work if you do 3 things 1st:
1. Find out if they are “Beth or Bob”
2. Find out what they are most interested in (Increasing profits, decreasing down time, keeping their equipment running better and longer, and reducing emissions).
3. Find out what this will matter and how important it is for them to get that result.
· How to respond when someone asks you to “send me an email”
· “Tom, I can appreciate the importance of getting more information and I’m sure you can relate to this.  Like most professional people, we all get busy, which you obviously told me is the case for you. Even with the best of intentions – emails get buried and end up at the bottom of the email box or eventually get deleted because they forget what the email was even about, but I’m sure that’s never happened to you right (Name and chuckle a bit)? 
· Of course not.  Tom, earlier you told me that you wanted to (….) and you said that this is a priority because (…) is that still the case?   Let’s imagine that we switched spots for a moment and you knew that you could help me save $1,000’s which would help me get (repeat what they wanted).   What advice would you give me about scheduling a 15 minutes appointment to learn how you will help me prove to myself that partnering with you will help me (…repeat what they wanted)?
· Fantastic, so Tom – I have my calendar open and I am available on (Tuesday morning or Thursday afternoon).  Which of those works best for you?

· 3 phrases to align with your potential business partners (aka clients or customers)
· [bookmark: _GoBack]I can appreciate (that you feel Xp3 is too expensive) and (I’m glad that we are having this discussion.  If all you were able to do is increase your profits by (the price you are discussing), would you say that would be important for you and your company?
· I can respect that and…
· I agree and …


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

