Commercial Training 1-17-17
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 – 
Fuel and Industry Related Info:
Great information on trends in the transportation industry that are impacting fleets
·  http://fleetowner.com/equipment/survey-shift-adoption-shorter-asset-lifecycles 
· Miles driven and maintenance concerns are increasing
· Results in companies shifting to shorter life cycles and more leasing
· Check out the great info graphic for comparison info from 2015 to 2016 data
--------------------------------------------------------------------------------------------------------------------------------------
Interesting video showing the combustion process in a 2-stroke “see through” engine - http://speedsociety.com/see-through-engine-4k-slow-motion-visible-combustion/?source=c10&c10 

----------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
Importance of setting expectations and managing the success of the customer trials with Xp3 from the initial conversation to the purchase to implementation to repeat customers and getting referrals.
· Follow up 
· “I’m using a different product and I’ll bring a sample for you to check out”
· “Great, I’m curious what was the main result or benefit that you were looking to accomplish when you purchased XYZ product?”
· Follow up question: “How did you measure or prove that the product delivered the result(s)?”
· [bookmark: _GoBack]Let’s say we do a comparison and you find that Xp3 solves more of the issues you are looking to 
Interesting article from Hubspot on marketing methods that are “dead” - https://blog.hubspot.com/sales/outdated-sales-tactics-to-abandon#sm.0001o7u7lt73kegcw811gat7paano 
· Item #1 – the author suggests cold calling is dead.  Whether or not that is the case is irrelevant to the point inside the point – he talks about leverage of blogging and creating online content that is “evergreen”.  He also talked about the importance of “inbound” marketing.
· Remember that in many cases things come in “cycles”.  For example, there was a point where snail-mail marketing was effective, then it was overused and became less effective and people dropped off that marketing method and today it is becoming more effective when used correctly with other marketing methods.
· Check out point #11 
· Item #14 – team selling.  I believe there are many opportunities to “team sell” with Xp3 and with the ability to easily transfer commissions in our back office – this could be very lucrative.  This allows you to leverage your strengths and the strengths of others in the GDI team to grow your businesses.

Interesting article on ways to help customers that will result in more sales - https://blog.hubspot.com/sales/always-be-closing-is-dead-how-to-always-be-helping-in-2015#sm.0001o7u7lt73kegcw811gat7paano 
· Check out the section titled “How to Always Be Helping: 3 Strategies”
· Determine if the prospect has a problem you can solve
· Choose potential clients that have a “business pain” and that you know we can help with Xp3
· Understand where your prospect is in the buying cycle:
· Awareness – they are aware of the problem, but haven’t decided on the approach to solve the problem and/or possible vendors or solutions
· Consideration – they are aware of the problem and committed to looking for solutions/vendors
· Decision – they’ve researched the problem and potential solutions/companies and are ready to take action
· Tailor your process to make it easy (and productive) for your client
· This is where knowing your product, process, and customer pays off
Talk about asking for referrals - 

For those of you using LinkedIn, this is a great article on some common “mistakes” that people make and suggestions to improve on them - https://blog.hubspot.com/sales/worst-linkedin-invitation-lines#sm.0001o7u7lt73kegcw811gat7paano 
