Commercial Training 1-3-17
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 2015 article talking about developing a plan for optimizing oil change intervals – 
·  http://www.constructionequipment.com/blog/you-can-optimize-your-oil-change-intervals-all-you-need-good-plan 
· Check out #4 and notice all the variables that they recommend keeping as consistent as possible for the testing segment of the fleet
· Check out #5 and there recommendation for “Regular Fluid Analysis”
· “ Regular fluid analysis can also have predictive insights about what’s going on in your engine. It is similar to when going to the doctor for a check-up, the doctor will always draw blood to better understand what is going on in your body.”
Article from Dec 2016 talking about contractors buying more Tier 3 equipment as possible to avoid new Tier 4 regulations – 
· http://www.equipmentworld.com/tier-4-regs-driving-contractors-to-buy-lower-tiered-used-equipment/ 
· According to a recent survey from the Independent Equipment Dealers Association (IEDA), “…the Environmental Protection Agency’s Tier 4 emissions mandates for diesel powered off-road equipment are driving up demand for equipment with less complex and less costly exhaust emissions technology.”
· There is uncertainty in the marketplace about how well Tier 4 equipment will hold their resale value, but also cited that resale value could increase with increased demand of “…construction equipment using the best available emissions technology.”


Sales Training:
Great article talking about 12 things you can to make more sales this month (and this year) – 
· https://blog.hubspot.com/sales/crush-sales-quota-in-new-year#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· #2 – Know your numbers
· Number of leads you generate each day, week, or month
· Number of leads that become customers and how long it takes to convert
· Number of repeat customers
· #3 – Refresh your sales materials 
· If you own websites, be sure that the copyright date at the bottom of the page says “2017”
· Look at your GDI presentation binder and see if there are any documents you want to make new copies of OR add new items
· #4 – Review your lost and won deals for things they have in common
· What did the prospects who bought from you have in common?
· What did the ones who didn’t buy have in common?
· What things can you do to increase the percentage of sales (first time and repeat)?
· #5 – Make a “to do” and “to don’t” list
· Look at your best 3 months and identify the things you did well during those months – then repeat those activities especially during those same months this year.
· Look at your worst 3 months and identify the things you did not do well during those months – then implement some of the strategies you identified from your best months. 
· #7 - Reach out to leads who didn’t purchase last year
· See if they would be open to discussing Xp3 again?
· #8 – Identify your largest ideal customers
· In most cases, these are companies that will require a lot of different interactions over a longer period of time.  
· The goal is to consistently connect and continue to move forward while ensuring that you also keep your other deals moving forward
· #10 – Call your best customers and ask for referrals
· Whenever possible, ask them if they would introduce you personally whether it’s in person or over-the-phone.


Important article about the increasing number of decision makers in the sales process
· https://blog.hubspot.com/sales/customer-stakeholders-new-high-data#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· My biggest takeaway was item #1 – The after-effects of the Great Recession
· “Organizations continue to be risk-averse toward large-scale purchases,” he explains. “No one wants to buy on their own. Instead of a senior decision maker pulling the trigger, you have buying committees.”
· This is an important concept and connects to the article we discussed in the training on 12-20-16 (see items #1 and #2)
· https://brooksgroup.com/sales-resources/training-articles/selling-corporate-executives 
· I recommend reading more into the “How Salespeople Should Respond” section
· The Challenger sale – “…in today’s buying environment, the salesperson must also take control of their prospect’s buying process.”
· I thought this was a great supplemental article for companies with multiple decision makers/departments
· https://blog.hubspot.com/sales/signs-your-prospect-has-authority#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Being aware when you connect with these types of “mobilizers” can help you to get more deals done quickly – check out the 4 points in this article
· They’re focused on the greater good
· They get other people to show up
· They ask questions and challenge your statements
· They follow through on their commitments
· You can see why it would be ideal to have this type of person in your “corner”
· Here is another supplemental article on 4 myths of selling to executives
· https://blog.hubspot.com/sales/myths-selling-executives-debunked#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 


