Commercial Training 1-10-17
Updates:
There are 3 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.
· The next 1 day workshop located at the Maple Grove corporate office will be April 15th, 2017 – visit http://becomeproworkshop.com to register
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions - 
· Referrals and Testimonials – 
Information on the GDI Reseller Program:
· Structured program for businesses looking to sell Xp3 to get reduced pricing (not the same pricing or training requirements of a Certified GDI rep 
· Certified GDI Rep who enrolls a GDI Reseller will earn a minimum commission of $150
· Resellers get a replicated site, brochures/folders, and online training (less than 1 hour to complete)
Fuel and Industry Related Info:
2017 Transportation article that talks about “The Big 3” tips to avoid breakdowns in the winter – 
·  http://www.roadking.com/trucks/avoid-winter-breakdown-frustrations/ 
· Check out the 4th paragraph from the top of the page – discusses fuel system issues including waxing/gelling and water in the fuel.
· Great article to share on social media or in your presentations because it points to 2 issues that Xp3 can help
Great PDF from Bell Performance talking about pros vs cons of ethanol and problems related to ethanol
· https://cdn2.hubspot.net/hub/68152/file-384205943-pdf/New-Docs/Reports/Ethanol-Problems-Facing-Consumers.pdf?t=1484068076996 
--------------------------------------------------------------------------------------------------------------------------------------
Interesting article on the “HydraGen System” which is a new emissions reduction technology that is designed for “on-road applications with Class 6-8 engines.
· http://www.truckinginfo.com/channel/fuel-smarts/product/detail/2017/01/hydragen-is-designed-to-save-fuel-lower-emission.aspx 
· Testing showed a 19.2% reduction in fuel consumption
· 10-40% reduction in greenhouse gas emissions
· More than a 65% reduction in particulate matter
· Mounted outside the vehicle and works in all weather conditions
Great article talking about the 3 R’s of equipment management – Run and Repair as needed, Rebuild, or Replace
· http://www.constructionequipment.com/three-rs-equipment-management 
· Check out the PDF at the bottom of the article
2015 Supplemental article for small engines about ethanol related issues
· http://www.chicagotribune.com/sns-201505181900--tms--askbildrctnab-a20150529-20150529-story.html 
----------------------------------------------------------------------------------------------------------------------------------------

Sales Training:
Great article from Hubspot talking about the importance of Visual Marketing 
· https://blog.hubspot.com/marketing/visual-content-marketing-strategy#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Item #3 – “When people hear information, they’re likely to remember only 10% of that info 3 days later. However, if a relevant image is paired with the same information, people retained 65% of the info 3 days later.”
· This points to the importance of demos, videos, and pictures as part of our marketing 
· Infographics are a great way to share information – repurpose the articles/info from our weekly calls and resources that you find
· Reminder: Please send all Xp3/GDI related marketing materials that you create for distribution to tom@partnerwithgdi.com so we can get them reviewed/approved by Randy.
· https://www.canva.com/create/infographics/ 
· Be sure to site the sources you quote or share statistics from
8 tips for closing more B2B sales
· https://blog.hubspot.com/sales/b2b-sales-tips#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Tip #1 is a great reminder – Skip straight to the real decision makers
· How do we do that?
· Tip #2 – Sell results and outcomes (not just features)
· Find out how the feature will help them (a.k.a. – the benefit the product brings to them)
· Tip #5 – Stand behind your premium pricing
· If we fail to help our potential clients to see the benefits Xp3 can provide – the discussion then we become a commodity and that often leads to price questions/objections
Suggestions for ways to handle a client asking for a discount
· https://blog.hubspot.com/sales/responses-prospect-asks-for-discount#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Depends on where in the sales process they ask you about price?
· [bookmark: _GoBack]If at the beginning and you just started talking, this comes because things were done “out of order”.
· Establish the problems/challenge they are facing?
· What the problems/challenges are costing the business (financially, stress, etc.)?
· What would it mean to your company if we could decrease or eliminate those challenges?
· Xp3 always can help with fuel expenses, performance issues, maintenance, emissions, extending engine life, etc.
· Someone asks for a discount after you’ve established need and what the benefits will bring - “Good question.  Do you see price being an obstacle to this purchase?”
· Remind them about using credit cards for their purchase to delay the up-front expense
· Let’s say they are committing to a 6 month trial with 3 pieces of equipment that requires 6 cases of 16 oz. bottles.   If money really is an issue, suggest they purchase 3 cases to start and then purchase the other 3 cases in 3 months to help split some of the up-front-expense (this option only costs them an additional $40 in the continental USA).
· Another possible way to handle a potential client asking for a discount is to simply as “Why?”  - great way to discover what the issues/concerns and this could help you overcome their issue. 
7 things the best sales calls have in common (based on 25,537 calls)
· https://blog.hubspot.com/sales/best-sales-calls-25537-calls#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Point #1 is a great reminder – Our talk-to-listen ratio matters
· Get the client talking more than we are (ideal percentage is 40% us – 60% them)
· How do we decrease the amount of talking we’re doing?
· Point #6 – Risk reversal language
· “…salespeople who use risk-reversal language increase their odds of making a sale by 32%.”
· No long-term contract
· Money back guarantee (Guaranteed Trial)

