Commercial Training 4-7-15
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: 
· Little Things, Focus, and Common Experiences!
· Last night was the NCAA Men’s Basketball Championship – one team was up by 9 points in the 2nd half, but the little things done by both teams made the difference.  
· One distributor told me today, “Wisconsin did enough of the little things wrong and Duke did enough of the little things right at the end, which won the game.”
· This is the “Slight Edge” – great book by Jeff Olson. 
· When we do a small set of things well, we…
· Help people (businesses and Fuel Hope)
· Produce consistent sales
· Get more of the things we started this process for in the 1st place 
· Master your process (Cold call, Walk in, etc)
· Translation = In our business, there is a specific set of 4 skills we need to master if we want consistent and specific results.  These all start with a question!  The question below will take between 12 to 15 seconds and is very powerful at finding out whether or not you have a potential partner.
· “Ms. Smith, most business owners I partner with tell me they interested in increasing their profits, decreasing down time, and keeping their equipment running better and longer.  I was just curious which one of those you would say is most important or would you say they’re all equally important?”
· We find out Are they “Beth or Bob?
· We find out their trigger
· Follow up with another question!
1. Get in front of people we label as “Beth or Bob” – a.k.a. business decision makers!
a. Find out which “hook” they are most interested in?
i. Increasing profits
ii. Decreasing down time and maintenance costs
iii. Keeping equipment running better and longer
iv. Decreasing emissions (Environmental)
v. Getting paid to do all these plus help save lives with (Fuel Hope).
b. What percentage of the people who are “Beth or Bob” would you like to help and have you both make money?
2. Ask the right questions to the right people – decision makers
a. Failure to do this is absolutely costing you and your customers.
3. Oversee the process of proving it to themselves
a. Register your accounts AND trials (really important to make sure they are protected) – eliminate liability.
b. Consistent communication with the operators
c. Communicate results and show the customer the value of a long term partnership!
i. Making this happen is done at the beginning of the sales process by the questions we ask.
4. Follow up 
a. Customer service (consistent orders)
b. Testimonies
c. Referrals

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

