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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.
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Sales Questions or Experiences You’d Like to Review – 
Fuel and Industry Related:
Article talking about gasoline fuel lines freezing
· https://www.bellperformance.com/blog/how-to-thaw-frozen-gas-lines-in-a-car 
· “A frozen fuel line happens when water vapor contained in the fuel line freezes due to cold temperatures. This prevents fuel from getting to the combustion chamber and the result is the same - an engine unable to run.”
· Solution: Keep the fuel tank as full as possible - Having a full fuel tank reduces the space available for water vapor to collect, thus reducing the possibility of freezing.  This is more important to do if you've still got one of those old carbureted vehicles.
Sales Training:
· The business advantage example from a famous copywriter (Gary Halbert) – The Boron Letters  
· Imagine you and I were selling additives and someone offered $1 million to the person (between the 2 of us) who sold the most additives.  They even offered to give each of us a “wish”, but the wish has to 1 competitive advantage that would allow you to beat me in sales.  What would you wish for?
· Some common wishes include:
· Time
· Better understanding of engines
· Talk to people and close sales
· Knowing a great way to research prospects
· Know all the negative responses and how to answer
· More access to Xp3 success stories
· How to add value every time I interact with clients
· Be confident in different prices of our products (product and sales process knowledge)
· Access to executive, high level quality presentations
· My wish from what I was reminded of this week:
· Endless supply of customers who want to purchase Xp3
· Key takeaway:  Always focus on finding customers who are seeking what we are selling 
· Examples of conversations in the past week
· Playing the right notes in the wrong order
· A sale is always being made
· Unshakable belief: The results speak for themselves 
· A sale is always
· “This product sells itself” x’s 2
· [bookmark: _GoBack]T
· Blown away –
· T 
· 3 P’s – Product, Process (skills), and Potential Partners 
Two articles I found on consultative and relationship selling 
· https://blog.hubspot.com/sales/consultative-selling 
· https://blog.hubspot.com/sales/relationship-selling 
Used Oil Analysis Info:
Review the following PDF’s
· Used Oil Analysis Handbook by Certified Labs
· http://www.certifiedlabs.com/certified/vContent/4/documents/general/Oil_Analysis_Handbook.pdf 
· Used oil analysis by Xp Lab
TAN – Total Acid Number – adding this would increase the cost of each analysis by $10
· http://camblab.info/wp/index.php/what-is-tan-total-acid-number/ 
· “The TAN value itself can not be used to predict the corrosive nature of an oil, as the test only measures the amount of acid in a sample, not the specific quantities of different acidic compounds in the sample. Two samples might have the same TAN value, but one have high levels of corrosive acids while the other much lower levels of the same corrosive acids. An increase in viscosity, which can cause physical damage to metallic parts, and the formation of gums and resins, which can attach and cause parts to not wear correctly, are two other negative effects which can be attributed to an increased TAN value.”
TBN - Total Base Number – adding this would also increase the cost of each analysis by $10
· Note:  If we purchase 50 kits up front, it includes TAN, TBN, Soot, and free shipping for $37/per kit.  This is a substantial discount.
· 
Knowing this number is another measure of how we can compare the readings/analysis done by the lab with a specific number.  For some people it provides reassurance to have this info. 
· https://www.blackstone-labs.com/do-i-need-a-tbn.php 

