
 

 
 
 
 
 
 
 
 

                                                      
 

As outside factors like the economy, competition, and technology changes, it is crucial for your Rental 
Reps to broaden their skills, knowledge, and confidence to close more deals. This 1-day, instructor-led 
training teaches skills for quickly building relationships and proactively managing a territory, staying 
ahead of the competition, and maximizing rental placements. The course also provides tools for 
snagging the reactive rental when the deal is already on the street, and the emergency rental, when 
the dealership can build customer loyalty.  
 

 
Course 
Outline 

Proposing and Closing the Proactive Rental  

Rental Reps should observe an upcoming need, engage the customer, and close the 

deal before it ever hits the streets. In this course, reps will learn how to think 

proactively, propose a proactive rental to the customer, and get the rental before the 

competition is even aware of the opportunity. 

Taking Advantage of Reactive Rentals 

Reactive rentals are where the customer asks the Rental Rep about the availability 

and price of specific equipment. Your reps will learn how to position your product 

successfully and take the deal off the street.  

Capitalizing on Emergency Rentals 

When customers have an urgent need, it is time for the Rental Rep and the 

dealership to shine. When we solve a customer’s emergency, we strengthen the 

relationship which leads to more business. Your reps will learn how to take 

advantage of the situation to expand their book of business by aggressively meeting 

customer needs.  

Overcoming Price Competition 

If a deal comes down to just price, we’ve not done a good job of differentiating 

ourselves and what we offer. The dealership doesn’t offer the stripped down, tired 

machines some of the competition does. Rather, we offer the most productive and 

least costly solution given the price of labor and other inputs. In this course, your 

Rental Reps will learn how to position your offering to compete on value, not price. 

 

 

 

High-Impact Rental Sales Training 
For Field Rental Representatives 

 
 

Course Outline 

C 



 

Renting in a Minute 

The rental conversation is usually short, to the point, and tactical. Your reps will learn 

how to present your solution in a hurry using the BITE model: Business issue, Impact, 

Timeline and Equipment.  

Overcoming Dismissal Objections 

Customers go to purchasing school just like Rental Reps go to sales training. In this 

part of the course, they’ll learn how to overcome typical dismissal objections – 

including, of course, price.  

Asking for the Rental 

Sometimes it is as simple as asking for the order, but sometimes our reps struggle to 

close the deal. Your reps will learn simple comfortable closing techniques to ask for 

the rental.  

Leaving with an Action Plan 

Training is just the first step, then it needs to be put into action in the field. As the 

end of the course, each Rental Rep will create a personal action plan to deploy what 

they learned.  

This course was developed exclusively for Caterpillar dealers.  

Included in 
the Course 

8 – Exercises for Skill Building 

10 customized video vignettes for behavior modeling – Caterpillar Rental Store 

specific 

 


