Commercial Training 4-14-15
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: 
· Tonight’s Focus:  Handling Objections 
· 5 steps:
· Leading questions – avoid the objection all together
· Ignore the objection 
· Agree and align
· Refocus
· Ask more questions
· Some example objections
· SAE testing (J1321)
· Selling more in other countries and not as much here in the USA
· When someone brings up an “objection”, one of the first things you can do is “ignore it” by continuing to explain another benefit or ask another question.   Many times, the person will “forget” that objection because you answer it or discredit that objection through your presentation.
· Example – A customer says, “I’ve tried fuel additives before and they don’t work.”  You can respond by ignoring that statement and saying something like, “Ms. Jones, when we spoke earlier, you told me that you were looking for ways to increase your profits.  Would it be fair to say that it wouldn’t matter whether we’re talking pens, office furniture, or brand trucks – as long as you believed the process was easy to do and that you felt certain it would prove that you are getting paid by partnering with us?”
· Ms. Smith will likely say something like, “I guess so” or “yes”.   By taking this approach, I completely avoided the potential conflict of whether fuel additives work or don’t work.
· If Ms. Smith comes back to the objection, you are able to circle back and say something like, “Ms. Smith, I can appreciate the importance of taking steps to increase your profits and that you want to use the best products in your equipment.  I was just curious, what questions can I answer for you that will help you feel confident in moving forward in a partnership with us and proving that we’ll help you to increase your profits?”
· If Ms. Smith still comes back to that objection, you could consider saying something like, “Ms. Smith it’s clear to me that you or someone you know had some experiences with fuel additives, I’d love to hear what happened.” – Some people just want someone to listen to them.  If they tell the story, LISTEN because they will likely tell you the “sticking point” which should be able to ease their concern with our process and/or our insurance coverage.   
· A customer says something like, “I don’t use products that don’t have SAE testing.” Or “Why don’t you have SAE testing?”  
·  You could respond by saying something like, “Mr. Jones, I respect that you want to use quality products in your equipment.  I was just curious what products are you currently using that have SAE testing?”
· Or “I was just curious – what result are you specifically looking for on SAE testing that will indicate that you are ready to start a partnership with us immediately?”
· Or “I was just curious - Am I understanding you correctly, that as long as we have SAE testing, that your company will start using our product immediately and indefinitely?” 
· Our goal in this scenario is discover whether the SAE is just an objection that functions as a “gatekeeper”?
· If the customer says “Yes” to using the product with an SAE, you can respond with something like, “That’s great!  We do 2 things that offer even better protection than an SAE for companies who partner with us.  First, when you partner with us in our guaranteed trial, we’ll add your company as additionally insured to our $1 million insurance policy at no-cost to you.  Second, we’ll back your trial with our money back guarantee, so you’ll feel 100% certain that you are getting paid to partner with us!  As part of trial process, we guarantee up to 10 pieces of equipment and most business owners start somewhere between 5 to 10.  How many pieces of equipment would you like to participate in our guaranteed trial?”
· If the customer still comes back with the SAE testing, then he/she is not “Beth or Bob”.
· [bookmark: _GoBack]If someone says, “Why is it I’ve never heard of this stuff before and why are you selling in other countries and not the USA?  You can respond by saying, “I appreciate those questions.  Ms. Thomas, I’m sure you know that there are other countries that have much poorer quality of fuel than the USA correct?”  Ms. Thomas will say “Yes”.  You can respond by saying, “That is precisely why XpLab started producing Xp3 in 1989.  The product does a tremendous job of delivering the benefits to low and high quality fuel, we just found it was easier to offer this technology in places with low quality fuel first.  Also, as you know, some people in the USA are “skeptical” and other parts of the world actually welcome technology from the USA.  It really boils down to taking the path of least resistance.  What other questions can I answer for you to help you feel confident in moving forward in a partnership with us?”










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

